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EXTRA udve 


MEANS GREATER VOLUME, REPEAT SALES, FASTER 


TURNOVER AND MORE PROFITS FOR YoU 
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UPPERS FOR 
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No. 396—Black Duck | Men’s 64% 
No. 397—Brown Duck | to 12 
No. 398—Blue Duck Boys’ 1 to 6 


Fall freight allowance on orders 
for 8 dozen or more. Terms 6( 
days net. 














Ne. 348—Blue Duck 

Ne. 347—Brown Duck 

Ne. 345—White Duck 

Men's te 12 
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Recess AMERICA'S FASTEST GROWING LINE OF CANVAS SHOES 


LIGHT TREADS have that extra value because the ber parts nded i 

En = aetnaiaice enienel Giete “ a parts are compounded in our own rubber plant. 
same a duce f \ i aes us, with large controlled production facilities, plus 
hac A od prety Bn es + onthe ey Poo field, en our highly economical distributive organization, we 
been created by cur st designers. The textiles have been able to build into LIGHT TREADS greater 
used in LIGHT TR are woven in cur own cot value and still maintain attractive price ranges. Put 
ton mill where only long cotton staple of unusual this extra value to work in your store. It means extra 
tensile strength is used. specially processed rub- profits for you. ; 




































* A post card will bring our salesman to your store °* 
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KE. R. BRECK, treasurer of the 
Daniel Green Company, Dolge- 
ville, New York, says: 

“The average housewife walks a 
distance of 800 miles a year with- 
in her home—a far greater distance 
than all of the walking done out- 
side the home. It is obvious that 





she can’t take a taxicab from the 
living room to the kitchen and 
that there is a need for well-made 
slippers, having an adequate amount 
of upper material, for real wear 
service within the house. The slip- 
pers can be beautiful and at the 
same time practical. 

“A little more emphasis put 
upon the need for the right kind 
of slippers indoors is one of the 
marketing problems of every store, 
everywhere.” 


SOHN E. HARRISS writes: 
“Myron Kenerson, previously 
with Gregory & Read and the Selby 
Shoe Company, completed a six 
months tour of duty with Lotus, 


Ltd., Stafford, England, and re- 
turned to America in early April. 
While here, he made one trip to 
America in our interests and has 
rendered us some very valuable ser- 
vice from the factory standpoint. 
Mr. Kenerson has specialized in the 
past in model making, designing 
and stitch room work. With Amer- 
ican methods so much in demand in 
England, I doubt if we could have 
found a better man to put them into 
operation.” 

EEMMETT COOPER, well-known 
roadman for the Brauer Brothers 
Shoe Company, St. Louis, Mo., on 
a recent visit to the factory, related 
an incident that took place at 
Stouffer’s Bootery, Ames, Iowa. 





One day a customer (a gentle- 
man) walked into Mr. Stouffer’s 
store and asked for a pair of 914 
A “Tango” pumps (women’s 
shoes). The customer carefully put 
them on, walked around in them a 
bit to see if they were comfortable 
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—much to the amazement of Mr. 
Stouffer. Finally Mr. Stouffer in- 
quired just why he was buying a 
pair of women’s shoes and the cus- 
tomer’s reply was: “Anything | 
can wear is O. K. for my wife.” 

P. S.—The sale was made. 


A NOVEL idea in promoting pub- 
lic interest in shoe manufacture was 
staged in St. Louis recently when 
the Hamilton-Brown Shoe Company 
sponsored a half-hour radio pro- 
gram titled: “The Court of Busi- 
ness Inquiry.” The theme of the 
program, which was presented on 
a Sunday afternoon, was to ac- 
quaint the St. Louis public with the 
importance of the shoe industry by 
demonstrating all three sides of the 
field — manufacturers, employees, 
and consumer-customers, according 
to W. L. Collins, president of the 
sponsoring firm. Mr. Collins spoke 
as “The Manufacturer,” Harry C. 
Bowles (also of Hamilton-Brown) 
as “The Employee,” and Mrs. 
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Joseph A. Bauer (chosen from the 
company’s lists of long-standing 
customers) as “Mrs. Consumer.” 

Twenty questions were asked by 
the consuming - public representa- 
tive, and were answered by Mr. 
Collins as the manufacturer. An- 
other twenty, dealing with the per- 
centage of taxes and public good 
represented by the shoe industry, 
were answered by Mr. Bowles—all 
on an extremely informal basis— 
just as any St. Louis resident would 
be likely to inquire. The final step 
was the asking of twenty questions 
by the manufacturer and employee 
alike, as to what the public idea of 
the shoe firm’s position was in the 
town’s industry, and what type of 
handling was most appreciated by 
the consumer. All of these were 
answered extemporaneously, which 
provided an unusual amount of in- 
terest to the listening radio public. 

“The idea that put the program 
over,” an official of the Hamilton- 
Brown Shoe Company said, “was 
its informality and the fact that it 
gave an opportunity to go behind 
the scenes in one of the city’s best- 
established businesses. We realized 
a great deal of good-will from the 
program and expect to follow it up 
with something similar during each 
season of the year.” 


M— 
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FFULTON OURSLER, editor of 
Liberty, in giving advice to a shoe 
salesman in the March 25 issue of 
that magazine, said: 

“You were a shoe salesman! 
What do you know about the shoe 
business? When you sold shoes, 
did you actually study shoes, or did 
you just look on the job as a means 
to a weekly pay check? Did you 
learn anything about the history 
of shoes? For example, the fas- 
cinating yarn about the shoemaker 
with his tools and a supply of 
leather who came on the Mayflower 
to Plymouth? Ever since then 
Massachusetts has led in the manu- 
facture of shoes. 
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—Scraps of conversation overheard 
in a club car in April, 1929:— 
—Going up .. . U. S. Steel de- 

clares extra .. . Bull market 
ahead .. . Buy Electric Bond ... 
Hoover's a Wiz. . . It'll touch 
$1,000 . . . 5,000 shares Kreuger 
& Toll... G. M.'s the buy... 
Made $9,000 last week... 
You're a piker . .. Wright Aero- 
plane going up . . . Watch the 
rails .. . Going to buy a steam 
yacht . . . Sky's the limit. 


—And in April, 1939:— 

—Have heard . . . Holy Gee 
Set Whe'l stop Hitler... War 
extra! ... Market cracked 
again ... lousy . . . Whatzo 
news from Japan? . . . Charlie 
McCarthy ... Poor old Czecho 
. . « Dorothy Thompson says . .. 
Wait till 1940 . . . Four billions 
for armaments . . . Appease- 
ment, phooey!l .. . Glad 
Gandhi's eatin’ again... 
Watch Russia . . . Axis or taxes 
... H's a case of Hit or Muss 
 _ 


EE oo — 


President 





“Do you want to write? There 
is a large trade press devoted en- 
tirely to boots and shoes. Did you 
originate any new methods of sell- 
ing shoes that might interest other 
salesmen and which you might 
write about for the Boot and Shoe 
Recorder or some other journal of 
the trade? Did you inform your- 
self about foot hygiene? Or about 
the theories of Bernarr Macfadden 
and Professor Mathews on walking 
as the foundation of health and 
their ideas on the right kind of 
shoes to walk in? 

“As for having an interesting life, 
that is not up to your job, but up 
to you. An old proverb about 
travel says, ‘He, who would bring 


home the wealth of the Indies, must 
carry the wealth of the Indies with 
him.’ Travel is no more interesting 
than staying at home unless you 
take with you the wealth of know!l- 
edge by which to see with under- 
standing eyes. What is true of 
travel is true of your work.” 


. . . 


Af You’re Waking, etc. 


If you’re waking call me early, call me 
early, mother dear, 

For I must buy a pair of shoes to fit my 
running gear, 

But I have no clear thoughts, mother, on 
what I ought to get, 

So I may search the town, mother, until 
the sun is set. 


The store where last I bought, mother, 
sold me these vicious shoes, 

The most ill-fitting pumps, mother, that 
any girl could use, 

The salesman seemed to think, mother, 
he had to rush the deal, 

And did not care a whoop, mother, about 
my toe and heel! 


He had to earn enough, mother, to feed 
his wife and kids, 

And -so he rushed the sale, mother, and 
put me on the skids. 

So I must search the town, mother, to 
find another store, 

Where they will take the time, mother, 
to sort of look me o'er. 


lf you're waking call me early, call me 
early, mother dear, 

For | must hobble down the street as 
best I can, | fear, 

And I shall hope and pray, mother, that 
some shoe man may say, 

“You're getting pigeon-toed, girl—we’ll 
change that right away!” 

—J. Eow. Turrt. 
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MAARTIN H. LEE of Los Angeles. 
says: 

“Early Spring selling of the bet- 
ter grades of woven shoes for men. 
women and children in Southern 
California, and on the entire Pacific 
Coast for that matter, is showing a 
far greater consumer acceptance 
than last year. Late last year there 
was some talk of a declining interes! 
in the hand - woven types of foot- 


wear, particularly when so many o! 
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the inexpensive kinds were brought 
out. Ever since the Spring selling 
opened up in earnest, the better 
quality woven shoes have been vol- 
ume sellers. 

“During the opening of the sea- 
son, many colors sold, but now we 
are finding sales are predominating 
in the natural tones. And here is 
an interesting angle that is stimulat- 
ing the sales of the woven shoes in 
the better stores — hand staining 
shoes of this kind. The local Flor- 
sheim stores started it in Los 
Angeles by staining the woven shoes 
in conjunction with their own 
makes, and now many other good 
stores are also finding that staining 
the natural color hand woven shoes 
increases the interest of many men.” 


F. W. BEAMER, manager of the 
Nettleton Shop in Los Angeles. 
says: 

“For the past several seasons, this 
men’s retail shoe business has com- 
pletely turned around from what it 
was. The turn-over on staples is 
steadily dropping, while the action 
on high style and sport types is 
showing excellent pairage gains. 
Checking back with clothing store 
managers, it is found that the same 
condition exists is that industry. 
High-lighting novelty shoes in the 
windows is a sure fire way of call- 
ing attention to the windows and 
customers into the store. 

“All men who buy the high style 
patterns and colors, as well as those 
who buy several pairs of the sports 
shoes, will also buy one pair of 
staples. However, the man who 
sticks to the staples does not wear 
out his shoes. He buys two pairs 
and we don’t see him again for a 
couple of years. Against the staple 
shoe wearer, the usual customer will 
buy four to five pairs of sport and 
novelty numbers against one pair of 
staples. This trend is something we 
are doing all in our power to foster 
and encourage. 

“Another interesting angle is that 
men are buying their street sport 
shoes earlier and earlier each year 
and are then wearing them much 
later each Fall. This gives us a 
crack at selling them several pairs.” 


S. L. SLOSBERG of the Green 
Shoe Manufacturing Company, 
writes: 

“We believe that merchants in 
all parts of the country underesti- 
mated the early demand for juvenile 
shoes, and their inventories, con- 
sequently, were entirely too ‘low. 
This is confirmed by the extraor- 
dinarily heavy demands on our 
stock department during the two 
weeks prior to Easter. The condi- 
tion was general—not confined to 
any one section. Our shipments for 
the period and for the largest day 
have broken all previous records. 
Had we not anticipated this condi- 
tion, we would have been unable 
to maintain our record for complete 
shipment.” 


CHARLES DAY of 
Foot-Fitters Store throws in a good 
word for unionism in Seattle: 
“You've heard a lot of criticism 
about this being a closed town, but 
let me tell you, the union has done 
more than any other one group to 
bring better shoe fitting to Seattle. 
Since January 1, it now takes two 


Lindgren’s 


years for a man to become a quali- 
fied shoe salesman. 
have only one apprentice to every 


A store can 


four experienced employees. There 
is no longer any such thing as 
high school kids coming in of an 
afternoon and wrecking people’s 
feet. Every man has to belong to 
the union before he can fit shoes.” 
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"They'll make you tower over your husband, Mrs. Green!’ 
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Growing Interest in Riding Creates Expanding Market for Boots and 


Accessories, Cifering Extra Profit Opportunities to Shoe Retailera. 














Here is a welt sole (patented) which 
can be doubled up like a soft-soled 
house slipper, at the same time pos- 
sessing the desirable firmness and 
durability of a sturdy walking shoe. 
J. P. Smith Shoe Co. 


*°WVOMEN want more walking in their shoes these 
days,” says one forward-looking shoe man. And they 
want that walking made pleasant and easy in shoes that 
are light and flexible. The modern woman knows that 
active sports clothes do not need to look and feel heavy 
and bulky. The trend to “functionalism” in clothes has 
developed styles and constructions that give support and 
protection in combination with freedom and lightness, 
in everything from ski suits to walking shoes. 

There was a time when most people thought that a 
“good walking shoe” meant a heavy upper and a stiff, 
heavy sole. Women dutifully wore these shoes and 
suffered in them or else refused to be “sensible” and 
tottered about in high-heeled types which were unsuit- 
able but easy on the feet. Of course, there were excep- 
tions. One manufacturer of high grade welt shoes has 
advertised with pride for years that his shoes needed 
no breaking in. “We do the first ten miles of walking 
for you,” he says. But, in general, walking shoes did 
need breaking in and women finally rebelled. 

The stitchdown sole, light and flexible. was the 
answer to this protest. It has been popular for the past 


WALKING SHOES as Women Like Them 
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A new type of double construction 

(patented) reinforces the shank and 

insures long life to this flexible stitch- 
down sole. Diamond Shoe Co. 


few years in casual types for wear with country and 
informal town clothes. Although it has met a long-felt 
need, it does not take the place of the more tailored 
welt walking shoe, in appearance or durability. Very 
recently, a new type of stitchdown has been patented 
and put on the market. In this a double construction in 
the shank gives added strength at the point of greatest 
strain. Although the stitchdown was light and pliable, 
it did not protect the sole of the foot from hard and un- 
even, very hot or cold, pavements. The introduction of 
the platform sole, with its quarter of an inch padding, 
showed women the advantage of thicker soles for real 
foot comfort. The result has been these new types of 
welt and stitchdown soles. 


BUST recently, several new constructions have come 
out in shoes by well-known manufacturers. In one such 
shoe, the welt construction has been retained from the 
shank back and a more flexible treatment used in the 
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New Constructions Supply Long-Felt Need for More 


Flexible Welt Types and Sturdier Stitchdowns 


forepart, thus combining strength and flexibility in «a 
scientific way. A third type of sole is a new welt con- 
struction which is as flexible as a stitchdown but has 
the advantage of being a welt with its more formal ap- 
pearance and firmer structure. 


THE development of several such new ideas seems 
especially fortunate this year because, from now until 
October, many women are going to do more walking 
than they have done in many years. It has been 
reckoned that the average woman walks eight hundred 
miles during the course of a year just in her own home. 
How many more miles she will cover when she visits 
one or the other of the World’s Fairs, it is hard to say, 
but we know she will do plenty of walking and need 
good shoes. 

Stories from the recent Chicago Fair and our own 
experience on vacation trips, have showed us just how 
important shoes can be in making or marring a good 
time. Foot comfort is the basis of happy days. 


Important development in sole 
construction. The forepart is 
a new type (patented), very 
flexible. From the shank back, 
it is a regular welt sole. Mar- 
shall Meadows & Steuart, Inc. 


As a nation we are not great walkers and only 
gradually have learned how to dress for walking. The 
past few years have made us play-minded and we have 
taken to play clothes and play shoes with enthusiasm. 
But many times such shoes are worn when a tailored 
walking shoe would be much more suitable and com- 
fortable. The really smart woman has always had at 
least one pair of this kind in her wardrobe. With the 
development of pretty novelty types and patterns, many 
women have grown away from tailored types. It is high 
time to re-introduce your customers—those who need 
this reminder—to a genuine smart walking shoe. 
Flexible of sole, soft of toe, light and cool, it is very 
different from the shoe she wore years ago. Tell her 
about the changes that have been made in its construc- 
tion and let her try them on her feet. We wager she will 
want a dark pair for immediate wear and white for 
later and that she will wear them in the house—where 
she needs good support for her feet—down town shop- 
ping and for Summer traveling and sightseeing. 


A_ well-constructed light and 

flexible welt sole with soft, un- 

lined toe for comfort and cool- 
ness. Natural Bridge. 
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by BR. E. ANDRUSS 


lf space does not per- 
mit a complete 
“White Shop,” set up 
a canopy of bamboo 
poles (bolted to- 
gether) above step 
shelves in green. 


The top of the canopy 
is formed of ribbons 
in Summer’s apparel 
colors, to set off the 
cut-out letters in 
white—“White Shop.” 


WHITES ARE RIGHT 
FOR SUMMER SELLING 


“Cool, correct—W hite 
Shoes.” Set white 
shoes on a series of 


costume 
‘$8. 


ALTHOUGH color promises to play a leading part in 
apparel and shoe promotions this coming Summer, 
merchants should not make the mistake of discounting 
the profit possibilities of whites or the necessity of 
giving special emphasis to white shoe promotion in a 
season when so many colorful clothes are being worn. 
It is important to remember that the average shoe 
store, in almost every season, promises to make more 
money on its staples and semi-staple shoes than on 
the spectacular novelties and this Summer promises to 
be no exception. 

White shoes should be promoted for their style im- 
portance as well as their go-with-everything convenience. 
A new costume combination is that which highlights 
a neutral costume with one bright color accent; for 
example a yellow dress with white hat and shoes set 
off with a bright red bag. A season of bright colors 
needs a NEUTRAL which gives white its important 


role. In an all-white costume accented with brilliant 
colors the white shoe is best. Where the colors are 
softer the shoe to match the accessories is attractive, 
and, of course, in play costumes color runs wild; but 
that is one distinct group. White appears importantly 
in walking, spectator and dressy types of daytime shoes 
and goes in informal cocktail shoes or formal slippers. 
And even in play shoes, where color is rampant, the 
all-white shoe, most satisfactory in leather, will be very 
popular while white shoes with color and white on 
color will be wanted. 

In men’s sport shoes the demand will begin with 
the traditional whites and combinations, with novelties 
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Pian Promotions Right 


New and Fellow through 
during Vacation Season 


as the extra pair shoes, excepting perhaps in the higher 
brackets. 

All of which is not repeated to tell you something 
you already know, but to remind you of the importance 
of whites in this colorful season, so that you will be 
sure to schedule a series of weekly white shoe promo- 
tions in keeping with their importance, to continue 
right through the season. 

And if you are one of those who stampeded last 
year, and reduced whites too early, only to miss sales 
later, don’t be so anxious this season. Apparel stores 
have found that there-is a substantial vacation clothes 
demand in‘August. Check your own community. Per- 
haps there is something to think about in the com- 
plaint made by one stylist that if she didn’t buy whites 
early—almost too early to know her wardrobe re- 
quirements—-she would have trouble getting them. Why 
not take a “customer poll,” and see what they have to 
say? In any event: don’t rush into premature clearances 
on whites before July 4, and don’t forget that this is 
World’s Fair year and August is the big vacation month. 

Another angle to consider (and one frequently talked 
about in these columns) is the AMOUNT of promotion 
that should be done in the months of May and June. 
Carefully compiled percentages give the following 


- May, 10 % June, 9.2% 


8.3% June, 8.8% July, 6.0% 
8.1% June, 7.5% July, 4.9% 


There’s talk about clearance sales losing their punch. 
Women’s demand for new styles at regular prices rather 


July, 6.0% 


“White as Snow—And Almost 

as Cool.” This shadow box, 

with background painted blue, 

and white cotton foreground 

covered with horax to simulate 

snow, makes an effective setting 
for white shoes. 


than close-outs at cut prices is given as a reason. 
Whatever it may be, the fact remains that the merchant 
who allots his promotion budget to meet the normal 
customer demand is in line to sell more shoes at a 
profit, and the man who slows down promotions in 
May and June will have to spend more than he should 
in July, and buck the lack of interest in sales that is 
reported. 

Another thing—have sizes. You can do this through 
good in-stock service available today, especially in the 
semi and conservative styles. Arrange to re-order on 
wanted sizes BEFORE THE LAST PAIR IN THE 
SIZE IS SOLD. You may have to show fewer styles in 
novelties in order to cover sizes better, and probably 
be caught without sizes as the season advances, but in 
whites, as in colors, a woman will often accept a shoe 
somewhat different from her first request—because 
“color” (or white) is what she wants to complete a 
costume. 

Select the high-spot promotion possibilities in your 

[TURN TO PAGE 32, PLEASE] 























KEASTER, the Spring peak of retail promotion, this 
year called forth a variety of clever shoe windows in 
all sections of the country, noteworthy not only from 
the standpoint of the merchandise itself and the method 
of display, but taking into consideration also various 
tie-ups and storewide promotion. 

In New York, Easter, Spring promotions and interest 
in the coming World’s Fair were reflected in windows 
of unusual attractiveness. Franklin Simon did an ex 
cellent job in a series of displays stressing the impor- 
tance of the Victorian influence in accessories. Each 
window was devoted to a single accessory, the first fea- 
turing shoes, the next hats, followed by bags, blouses, 
etc. The sign read, “This Easter—Victorian accessories, 
prophetic of the new ‘Age of Innocence.’” A huge pink 
satin pincushion, occupying almost the entire window 
space was used as a central theme of the window, with 
gay Spring shoes pinned on with clusters of flowers. 
A lacy parasol at the side, the lacy edging of the pin- 
cushion itself, a black lace parasol and matching shawl 
carried out the idea, while the interest of observers was 
centered on an array of old-fashion shoes—carriage 
boots, high button boots, rich brocades and pointed toes 
all in evidence and reminiscent of the days of Queen 
Victoria. 

Russeks also used the old-fashioned theme, but in a 
thoroughly modern manner. Here the emphasis was 
entirely on the shoes, but the tie-up with other depart- 
ments was hinted at subtly but surely. The spat and 
gaiter types of footwear shown in the window, modern 
adaptations of the shoes worn by our mothers, were 
symbolic of the 1939 mood as personified by a very 
modern young lady, dressed in the height of fashion in 


a black dress with white lingerie touches, a white sailor 


This checkerboard display by B. At- 
MAN & Co. is a novel method of at- 
tracting attention. Note the impor- 
tance given to accessories of all types 
in this shoe window. 


SPRING SHOE WINDOWS 


STRESS 


This Styl-Ee: window by Oprenteim. 
Cottrins & Co.’s_ Brooklyn store 
created much interest on the part of 
passersby. The rotating shoe stands 
are an excellent example of the atten- 
tion value of motion in display 





hat and black patent and mesh gaiters. Three white 
stepladders, the center one serving as a seat for the 
model were in keeping with the black and white idea of 
the apparel shown. Orchid background and flooring 
were used, and large, red geraniums strewn around the 
floor dispelled any hint of somberness from the display. 

Accessory tie-ups were again used delicately in a 
small window by McCreery. “Easter Entrants—the 
Right Shoes . . . the Bright Shoes . . . for your pretty 
Easter Frippery,” was the legend on the sign, and shoes. 
shown on pastel boxes tied with large, satin bows, were 
surrounded by harmonizing bags, gloves. blouses and 
boutonnieres in bright shades. 

Macy’s made use of their side windows in a very 
simple but interesting manner, laying most of the em- 


























ACCESSORY 
TIE-UPS 


Colorful Treatments and the 

Amusing Touch Used to Attract the 
Attention of Potential Customers- 

More Merchants Hint at Costume Co- 
Ordination in Displays to Increase Pair Sales 


= 


by ANNE R. DAVID 


phasis on shoes. “Planters’ Punch” was the title of the 
first, featuring current models on a plateau at the side 
of a large plant. White flowers shown with the shoes 
suggested the contrast between dark shoes and white 
boutonnieres, and at the same time sounded a Spring- 
like note, while a very realistic-looking insect hovering 
around the plant lent a touch of the whimsical. 

The flippant message of the next window in this 
series, “Mesh will be on your head and toes,” again 
stressed the co-ordination idea, with its mesh shoes and 
turbans in the same material. The third window, de- 
claring that “Navy marches front in the Easter parade, 
and at $3.98 they’re one of Macy’s unbeatable values,” 
was particularly timely with its array of navy shoes. 
A blue bird cage suspended from the ceiling and 
covered with Spring flowers lent a touch of daintiness 
to the display, while a white bird seated on a white nest 
inside the cage sounded the whimsical note which made 
the window outstanding. “Show your heels to fashion 
in Macy’s Fair Clay,” urged the next window, and a 
display of open-heeled models were shown in this earthy 
tan shade that has become so popular. The bird cage. 


AE 


C4 


repeated here, served to tie together the series of 
windows. 

I. Miller, always active when it comes to aecessory 
tie-ups, again showed bags, gloves and hose in match- 
ing shades to the shoes shown in their Spring festival 
window. Against a deep blue background was a large, 
pink wheel with flowers at the center, and to one side 
an amusing carousel, decorated with corsages of Spring 
flowers, and used to display shoes and bags. Cartoon 
figures painted in white on the blue background lent 
an air of gaiety and frivolity, in keeping with the spirit 
of the season. 

Pink and white plush bunnies were used by Wise to 
hold, invitingly, the hosiery which they were displaying 
along with their Spring shoes. 

Jenny, Inc., in Cincinnati, featured the “Shoe of 
Tomorrow” in a novel window using crystal globes and 
the conventional “fortune-teller” to emphasize the idea. 
New and glamorous Spring models were shown in the 
display, outstanding among which was a silver sandal 
with a peculiarly shaped heel. 

[TURN TO PAGE 32, PLEASE] 
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OUTLOOM 


Many Machines Need Competent Hands 


THE question has been asked: “Why isn’t there a shoe- 
making exhibit at the World’s Fair?” Certainly the 
American public is interested in how modern shoes are 
made. Also, isn’t the shoe industry a major business in 
America—over a billion dollar market? Shoes are worn 
by everyone and there must be a natural interest in 
how they are made. We have heard enough about 
“Fair Feet” to know that human beings are very shoe- 
conscious pounding the paths and pavements and floors 
of expositions. All these questions have been asked a 
thousand times. What’s the answer? 

Most of the industrial exhibits at the New York 
World’s Fair are highly mechanized, because mechan- 
ized production is dramatic and attracts attention. No 
doubt millions of people will be impressed with the 
ability of modern mechanized industry to turn out an 
almost unlimited quantity of products—at the press of 
a button. In some industries, the automatic production 
has reached the point where it seems as though the 
plant was almost laborless. 

But not so in shoes. The number of operations pos- 
sible in making a woman’s shoe is approximately 210. 
At least that’s the complete schedule that was checked 
off after the order was received at the factory. Some 
174 of these functions may be performed by machinery 
—with a duplication in the use of the machine only 
in 20 instances, i.e., where the same type of stitcher is 
used in closing the edge of a foxing so that it would be 
used twice in the same shoe, for the same work. 

While it is obvious to shoemen that shoes represent 
a tremendous number of operations, and a complicated 
stream of machines are required—promoters of Fairs 
and shows seem to think that one key machine is suf- 
ficient to dramatize an industry. They say all the in- 
cidental work leading up to that machine could be done 
elsewhere and just the final process would make an 
exhibit of great public interest. That’s the error. Wise 
and level heads determined that unless the entire func- 
tion of shoemaking, from the cutting of materials to 
the placing of the shoes in cartons, could be demon- 
strated, it would be a major error for this industry to 
exhibit. The antecedence of this decision was an ex- 
perience many years ago of a demonstration in a shoe 
window of sole stitching. The public, in looking at that 
exhibit said: “What an easy business—where one ma- 
chine plays the major part. Why should shoes cost so 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


much, etc., etc.?” As a result, there is no shoemaking 
exhibit at the World’s Fair in San Francisco or New 
York and there has been none for a cycle of years at 
any of the major fairs the world over. 

Next week the New York World’s Fair will open and 
already the machine industries sense a tactical error in 
displaying immense and complex machinery that give 
the impression: “How many men will this machine 
throw out of work?” The public has already heard 
from men in high places “science and invention are to 
blame for the present unemployment in America. . . .” 
Senator Joseph O'Mahoney. “As time goes on there will 
be more and more men unable to find employment for 
technological reasons. . . .” Harold L. Ickes. 

Of course, every shoe man knows and every business 
man who sells the product of machinery knows, that 
this is absolutely wrong. And yet the public needs to 
be impressed with the fact that while a single improved 
machine tool does displace labor, the collective use of 
labor-saving machinery creates more jobs than any re- 
sort to obsolete methods; that these extra jobs are also 
created in related industries; that the wages in mech- 
anized plants are higher than those in unmechanized 
plants; and that the savings brought about by the ma- 
chine do not go into “excess profits” but into reduced 
manufacturing prices creating wider distribution of 
goods. 

So, if anyone asks you why the shoe industry is not 
represented by a miniature factory at the Fairs, you 
can reply that it is almost impossible to put 210 orderly 
processes, necessitating 174 machine operations in a 
building at a Fair and hope to interest the public to 
make at least a half-hour pilgrimage on foot through 
the model plant, to illustrate how a pair of shoes are 
made. This we can truthfully say—that in shoes the 
machine is simply a tool, directed by competent hands, 
for there is practically no automatic work in shoemak- 
ing. So at the Fair people won't get the idea that 
through the wonders of modern invention, you can put 
leather and findings in at one end of the machine and 
it pours out shoes at the other. 
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“GO TO BLANK’S SHOE STORE AND BE 
FITTED WITH DR. SCHOLL’S ARCH 
SUPPORTS AND YOUR FOOT AND 
LEG PAINS WILL STOP. QUITE A FEW 
OF MY PATIENTS WEAR THEM AND 
HAVE ONLY THE HIGHEST PRAISE 


a 











The Professional 
Endorsement of 


, DF Scholls 


ARCH SUPPORTS 


by thousands of Physicians, plus the mighty influence of 17 of 
America’s leading magazines, with nearly 25 million readers 
every month, are creating a record demand for DR. SCHOLL’S! 


The tremendous demand for Dr. Scholl’s Arch Supports—the greatest in our history —is 
due to the public’s rapidly growing appreciation of the need of Arch Supports to really 


correct weak or fallen arches. 


CORRECTION 


Foo nits original The Secret of the Remarkable 
ae very Results Produced by Dr. Scholl’s 
: Arch Supports in Relieving 


l . ji 

os Dr. Scholl's Foot-Eazer—the largest-selling Arch 

After the foot is ac- Support in the world. Millions of pairs sold! 

customed to its new iw : f 

elevation, the Sup- Our forceful advertising campaigns in the lead- 
e Medical press of the 


port is raised. ing magazines and in 
rson’s two feet are exactly alike. Every case country, are driving home the facts about 
IFFERENT — every case is INDIVIDUAL. Dr. Scholl's Arch Supports and how necessary 
One foot may be normal, the other not. One may they are for relief. 
have weak arch to a slight degree, the other an aa ef millions need this relief that no other 
extreme degree. method can eee. ~ a to oape &- 
. are —— portunities for big profits? They are ready - 
needs feature ofr 7 Soc Conte tndeeient waiting for you. Make the most of them b 
sessiue aditustment ache by ag -~comey concentrating your efforts on Dr. Scholl's Arc 
ts ilk lustrated at the left, by means of Dr. Scholl’s pees. nn i = : 
Arch Fitter, is the only Scientific and logical styles and sizes you Dt Scholl's 
method of correction. need to fit all cases. FOOT 


No arch support 
or “corrective 
shoe of one 


Dr. 

standard eleva- Scholl's 

tion to fit 2// feet Arch 
After the foot is can possibly meet ater THE SCHOLL MFG. 
restored tonormal, these specifica- co. Inc. 
pon, wal need no tions. re, ’ 

worn. it cannot correct. 213 W. Schiller St., Chicago 
62 W. 14th St., New York 

112 Adelaide St., £., Toronto, Canada 
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Public interest in F owl- 

er’s promotion stunt is 

evidenced by this win- 

dow display of old shoes 

loaned the store during 
the contest. 


OLD FASHIONED SHOE CONTEST 
PROVES BIG SUCCESS 


Ir you offer something different, the novelty-mad 
American public will most certainly beat a path to 
your door to know what it is all about. 

Fowler’s Bootery, 676 Fourth Street, Louisville, Ky., 
proved this recently, when they held an old-fashioned 
shoe contest. People not only came in the store, but 
stood thirty and forty strong, all day long, for about 
ten days, before the display window of the store. 

In the dull days of early February, when enthusiasm 
for buying shoes is at a low ebb, the Fowler Bootery 
inserted a quarter-page advertisement in the Louisville 
Courier-Journal and the Times, offering three prizes for 
the oldest pairs of shoes brought into their store by 
a certain date. A discount of 50 cents was also offered 
on the prices of regular priced shoes to those entering 
shoes in the contest. Nearly 150 people brought entries, 
about 40 per cent of whom had never been in the 
store before—though the shop is in a choice location 
for retail trade. About 200 shoes were dug out of old 
trunks and attics and brought in for exhibition. When 
placed on display in the broad, low window of the 
store, the result was so attractive that not only the 
general public stopped and stared, but mothers brought 
their children to see it, for its educational value. 

Names and addresses of all contestants were added 
to the store files and each one was given a letter of 
identification to present for a discount when they 
bought their next pair of shoes. The store gained an 
immense amount of publicity, and undoubtedly added 
many new customers to their clientele. The advertise- 


Novel Promotions Such as Fowler’s Bootery 
of Louisville, Ky., Sponsored in Search for Old- 
est Shoes, Spurs Trade During Dull Seasons 
and Helps Bring New Customers to the Store 


ment appeared on Sunday and by 10.30 A. M. on Mon- 
day there were fifty entries in the contest. Shoes were 
brought or sent in, not only from Kentucky but from 
Illinois, Tennessee, and Ohio, as well as many in the 
city of Louisville, showing how widely read was the 
advertisement and the interest the contest excited. 
One interesting feature of the display was the great 
variety of shoes shown—from shoes made abroad in 
Bavaria in 1720 to the pointed toes and high topped 
boots of the Chicago World’s Fair period. There were 
shoes from Switzerland; wedding shoes from Syria. 
made in Damascus in 1810, hand-made of wood inlaid 
with mother of pearl with tinkling spangles attached. 
to jingle when the wearer walked; tiny brown leather. 
thick-soled baby shoes made in England in 1906; nar 
row pointed high shoes in a patriotic combination o! 
red and blue with white stars, made by the Reeser Sho: 
Company of Louisville; another pair were of black 
taffeta which had won a blue ribbon at the Philade| 
phia Centennial. 
[TURN TO PAGE 32, PLEASE 
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(Champions 


never compromise with 
quality in their selection 
of footwear: 


Celastic makes ideal 
box toes for golf shoes. 


THE QUALITY pox TOE 
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Polishing the Combinations 


Merchants! how often have you 
placed a Spring or Summer shoe on 
a lady’s foot and, though it seemed 
to be an excellent fit and a beautiful 
shoe for her needs, have her ask for 
something else? 








® 
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by JOHN F. W. ANDERSON 


What is the answer? Possibly the 
shoe is of such a color or combination 
of colors that the customer feels that 
it would be difficult to keep clean. 
Women want beautiful shoes that fit 
well, but they also want them to be 
practical. 

As in buying an automobile, it may 


Getting more shoes sold right 

the Geuting way—with this 

instructive little booklet which 

is attached by a short piece 

of string to each pair of 

shoes before it leaves the 
store. 


not be the first cost that is important 
in a person’s mind, but the upkeep— 
either cost of money or cost of time. 

Many retailers say that they have 
never lost money on all white shoes, 
but they sure have had trouble with 
combinations. Possibly it is due to 
the customer’s past experience in 
smearing white polish over onto the 
colored part. One such experience can 
turn a customer against combinations 
for a considerable time. 

A woman will not buy a dress that 
can not be laundered, and a woman 
will not buy a shoe that requires a 
magician to clean. 

One store, Geuting’s, in Phila- 
delphia, has done something about 
this problem. They stock the proper 
polish for every shoe they sell. They 
keep their salesmen informed on all 
cleaning problems. And they enclose 
a booklet with every pair of shoes tell- 
ing how to care for the shoes and the 
proper polish for each shoe. 

Cover of booklet (left). Text of 
booklet (below). 





@ SUMMER WHITE . . . for cleaning 
and ishing olf WHITE shoes . . . 
buckskin, colfskin, linen, kidskin, elk- 
skin,’ doeskin 2c bette 

@ EASY-CLEANING FLUID. . . for 
cleaning fobric shoes . . . including 
qubardee, satin or linen... .23¢ bottle 


cleaner isher ond preserver col- 
ored kid, colf or reptile shoes. .28¢ jer 
@ BOOT CREME 





Sil Geuting Shoes are made of the finest leathers obtairiable 
for economically sound shoes. More weor will result from proper core. 
Avoid injurious dressings . . . those containing acids and other pernicious 
ingredients. We recommend Geuting polishes to keep your shoes looking 
new. They have been scientifically tested to give the best results. 
As every leather has its particular dressing, ask your sales clerk the proper 
dressing for these shoes to keep them in the best of condition. Remember, 
more shoes are ruined by wrong care then hard wear. 
If possible, everyone should hove ot least two pairs of shoes. Wear one 

ir one day and another the next. Keep shoe trees in the shoes not 
eing worn, especially if shoes get wet, 
to retain their shape. Do not place them 

hot or stove. Drying 

by heat causes the leather to crack. 
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BEST IDEA OF THE WEEK 


Shoes in Miniature 
Lorp & Taytor, FirrnH Ave., New York 


O. P. Ideator—“What’s that I noticed in your win- 
dows, Mr. Walton? Has Lord & Taylor gone into the 
doll business?” 

Buyer Ralph Walton—“Oh! 
ature shoes in the window.” 


O. P. Ideator—“Three windows full of miniature 
shoes, hats, dresses and other garments is a lot of 
publicity to give to the doll department.” 


Mr. Walton—“You don’t get the idea. Let me 
explain. It’s a little publicity idea we evolved to pro- 
mote the gift trade. To give you an example: suppose 
a man wants to buy a pair of shoes for his wife but 
he can’t imagine what style she would particularly 
desire. So he buys a pair of shoes for her, shall we 
say, by remote control. He comes in and buys the 
shoes, pays for them, but instead of taking the shoes 
along, a gift certificate and a pair of these miniature 
one and a half inch shoes is sent to his wife. Then, 
at her convenience, the missus drops in and picks 


You mean those mini- 


out the style and size most suited to her needs. This 
plan obviates the chances of the husband buying the 
wrong shoes for his wife. This idea sells shoes, but 
does away with the trouble of numerous exchanges.” 


O. P. Ideator—“How has the idea worked out? 
Isn’t it expensive?” 

Mr. Walton—“It has worked out very well. Natur- 
ally it costs us something to have the miniatures made 
up but they have more than paid for themselves in 
consumer response. And the promotion cost much 
less than an appropriate newspaper ad. Not only 
does the idea sell shoes but the miniature pair of 
shoes on a cord makes an admirable trinket for a 
woman to hang from the lapel of her spring suit. 
Sort of a useful gift, don’t you think?” 


O. P. Ideator—“Not only a useful gift but an excel- 
lent idea to tell our readers. I think I'll show a 
picture (in miniature) of the gift certificate with the 
attached salesman’s receipt.” 
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Extra Windows 


The Jeanette, Harrisburg Women’s 
Shop, has an ingenious display of 
women’s better class shoes. 

On the two corners of their shop, 
adjacent to their regular windows, 
they have built two special shoe win- 
dows. Four feet high, two feet wide, 
and six inches deep—they contain 
three shelves that hold three shoes 
apiece. Attractively lighted, they 
catch the eye of the passing crowd; 
but their real advantage is that the 
shoes are placed at the window-shop- 
per’s eye level. 

—0.P.1— 


It’s Done with Mirrors 


J. & J. Slater’s Shoe Store, Fifth 
Avenue, New York, has just been mod- 
ernized. 

Among the interesting innovations 
are two large display tables located 
on each side of the entrance to the 
debutante shop in the rear of the 
store. The sides of these tables are 
faced with large mirrors about three 
feet high and seven feet wide—tilted, 


to give the customer the best horizon- 
tal view of the shoe on the foot. 
* * * 

“The incomparable combination of 
beauty plus comfort in this new open 
toe patent footsaver.” 

(Chas. A. Stevens & Co., Chicago) 


—O.P.1— 


The following timely sign appears 
in the window of the Adjustable Shoe 
Store, 35th Street, New York City: 

“Don’t let aching feet spoil your 
fun at the fair. Prepare for the 
World’s Fair with a pair of shoes that 
can make you forget your feet. If 
you are troubled with tired aching 
feet—get into a pair of Adjustables 
now. Wear them for thirty days... . 
Then, if you are willing to part with 
them, we will refund your full pur- 
chase price.” 

“Lift your spirits in this exquisite- 
ly casual, little shoe with its stubby 
open toe, open back, square heel and 
deep patent platform.” 

(John W. Thomas & Co., 
Minneapolis) 


oe we © 


SELL STARTERS FOR 
SUMMER 


“Take your choice.” 

“Spirit of Summer.” 

“And suddenly—it’s Summer.” 

“Let’s make it a comfortable Sum- 
mer.” 

“Feel with your feet.” 

“Little girl fashions.” 

“Play shoes for a happy Summer.” 

“Let’s play out of doors.” 

“Here comes the sun.” 

“First rate for graduates.” 

“Aircooled toughies.” 

“For budding beach-combers.” 

“Like nature’s barefoot freedom.” 

“Be prepared to spring into Sum- 
mer.” 

“Like a breath of Spring.” 

“For sports conscious young Amer- 
icans.” 

“In touch with the Summertime.” 

“For your Summer vacation at the 
Fair.” 

“It'll be the Fair and warmer this 
Summer.” 
“Cork 

beach.” 


soles are corkers for the 
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THREE WINDOW SPOTS 


Reserved for Children 


THESE three groups of displays show how the 
Geuting Store in Philadelphia follows the 
policy of reserving for babies, boys and girls— 
three sections in its windows. In the baby win- 
dow the blue and pink ribbon and photographs 
—the “poise control” baby boots—capture all 
eyes. Shoes and socks are in all the windows. 

Youthful Yum-Yums is the name for the girls’ 
shoes on display with huge candy suckers—in 
color—and the box in candy stripes. 

The boys’ “Shoor-Treds” is a facetious play 
on Ferdinand the Bull, with the lad in the win- 
dow frame sniffing a flower. The socks are wild 
and the shoe patterns new. 

These windows are “for children” and not 
primarily designed “through parents’ eyes.” 
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E. 1. DU PONT DE NEMOURS & COMPANY, INC., PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 
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Spring Windows Stress Accessory Tie-Ups 


[CONTINUED FROM PAGE 21] 


Two stores used motion as the atten- 
tion-getting device in their windows. 
Ansonia Bootery used a model slowly 
swinging back and forth in a swing 
covered with flowers, especially effec- 
tive against artificial grass flooring 
and a background of flowering bushes. 
Patches of darker green here and there 
with groups of Spring flowers lent 
added interest to the display, which 
attracted much attention on the part of 


passersby. 
Oppenheim-Collins in Brooklyn also 
used the motion in display idea. 


Against an orchid background were set 
three revolving shoe stands, enabling 
the customer to obtain a clear picture 
of every shoe displayed from every 
angle. Hosiery came in for its share of 
the display space, with two large 
stands showing new Spring shades to 
harmonize with the shoes shown. 
Brightly-colored tulips and frisky 
lambs in the center panel lent an air of 
timeliness to this interesting window. 

The Kitty Kelly window was cal- 
culated to take the observer back to his 
childhood, using as it did huge Easter 
eggs as display props. Large “clouds” 
of cotton-wool were suspended from the 
ceiling, and standing on one was a 


smartly-dressed miniature model. Pale 
aqua flooring, rosy pink plateaus and 
the Easter eggs scattered here and 
there made a colorful background for 
the Spring shoes and accessories dis- 
played. In one corner a large purple 
egg, stuffed with green cotton wadding, 
was used, amusingly as a display stand 
for four shoes suspended from the in- 
side. Colorful tulips in the other win- 
dow of the store lent gaiety to the 
display, while clouds against the back- 
ground, each carrying a word signifi- 
cant in the Spring style picture, were 
used to introduce this feature in shoes 
and bags. Among these were Japonica, 
Navy, Patent and Cherry. 

The ideas of display in most of these 
Spring windows are thoroughly sound 
and simple to install. The day of 
elaborate props seems to be on the 
wane, and the small retailer can take 
his place in the foreground with the 
larger merchant when it comes to 
clever trims and those which catch the 
eye of the beholder. The amusing touch 
seems to be the one that creates the 
most interest—and thoughtful carrying 
out of the idea is what counts—not the 
expense of the display. 





New Orleans Changes 


New ORLEANS—Many changes have 
taken place in the shoe business, re- 
cently. Clarence McBee is the new 
manager of D. H. Holmes, Inc.; H. 
Herowitz has taken over the Marks 
Isaacs Store, while John Lucas can be 
found behind the manager’s desk at the 
Emporium. 


Old Fashioned Shoe Contest 


[CONTINUED FROM PAGE 24] 


The winning shoes were those from 
Bavaria—219 years old. They were 
made from blue satin, lined with white 
kid and embroidered in fine twisted 
gold and silver wire. Next in public 
interest were shoes formerly worn by 
the unfortunate Empress Carlotta of 
Mexico. They were high-topped, nar- 
row-soled, square-toed and of black 
cloth, and had half in heels of black 
taffeta pleatings extended around the 
top and down the sides of the front 
fastenings. On the soles the stamp of 
the Austrian court of arms is still 
plain. 

As the discount allowed contestants 
extends to July first and the shoe buy- 
ing season for Spring and Summer has 
not yet started, Mrs. Fowler was not 
able to gauge accurately the results in 
sales from the contest, but if the in- 
terest and publicity is any indication, 
the increase in sales will be substan- 
tial. In any event, community good 


will and publicity and new names for 
their mailing list were secured at the 
cost of their usual advertising and a 
minimum 


amount of work. It in- 


volved only putting the entries in the 
most attractive position and placing a 
card by each pair of shoes, giving its 
history. The window was made more 
attractive, also, by borrowing a spin- 
ning wheel and using a figure in an 
old-fashioned silk gown, to give atmos- 
phere to the setting for the old shoes. 
A contest of this type had never been 
held in Louisville before, nor an ex- 
hibit of old shoes owned by individuals, 
though a manufacturer’s exhibit had 
been held, though lacking in the va- 
riety and interest of this one. 





Shoe Man Top Bowler 





William Beisner, Jr., 25-year-old Mid- 
state Shoe Co. salesman of Watertown, 
Wis., was the all-events leader in the 
American Bowling Congress at Cleve- 
land, with a total of 1,971. He rolled 
709 in singles for second place in that 

group. 
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Whites Are Right 

[CONTINUED FROM PAGE 19] 
own stock of white shoes and plan to 
dramatize their APPROPRIATENESS 
and USE. Show how and where the 
various white shoes fit into the Sum- 
mer picture. Get a tie-up between ads, 
window displays and in-store showings. 
In the store, why not have a “white 
shop?” It can be made of bamboo poles 
worked into a sort of a trellis design 
or an arbor. The use of white cut-out 
letters for WHITE SHOP and ribbon 
streamers in Summer colors to suggest 
white with color will be effective. 

Here are some promotion and head- 
line suggestions: 

In every Summer picture—white 
shoes. (Use photographs of play spots 
in your community—with models wear- 
ing your white shoes if possible.) 

National Cotton Week coincides with 
Sport Shoe Week—a tie-up for white 
shoes to wear with Summer’s colorful 
cottons. 

From Paris: Schiaparelli sponsors 
the ALL WHITE Summer costume. 
Check the American fashion magazines 
for further tie-ups, using the style pic- 
tures. 

White shoes win in every Summe: 
sports event—again pictures taken at 
local events—or from the newspaper 
pictures from national style points. 

“White shoes for every hour of the 
fashionable day,” or “Around the 
clock in white footwear.” If shoes can 
be set on a border fixed around the 
face of a large clock that is going, the 
story will be doubly dramatic. “White 
shoes step into the spot light for Sum- 
mer.” A _ stage setting with several 
pairs of white shoes on leg forms, spot- 
lighted. 

“A splash of color if you will, but 
always white, white, white.” 

“White shoes—cool, fresh looking, 
smart and divinely comfortable under 
a broiling sun.” 

“White as snow, and almost as cool.” 

“Give your feet a vacation, too, in 
cool, smart white shoes.” 

“The smartest women accent colored 
costumes with white.” 

“White shoes—wear them for sports. 
for street, for afternoon, for dinner. 
for evening.” 

“White shoes—cool, Summery, smart. 


dramatic.” 

“White, the right footnote to al! 
types of Summer costumes.” 

“White is RIGHT with Summe: 
fashions.” 

“White shoes are ace high this Sum 
mer.” 


“White shoes, a MUST for ever; 
smart Summer wardrobe.” 





Leases Children’s Department 


Los ANGELES, CALIF.—Ralph N. 
Baker has leased the children’s shoe 
department in the beautiful new [. 
Magnin Store in the exclusive Wilshire 
Boulevard section. For a number of 
vears Mr. Baker merchandised the chil- 
dren’s shoes for the Wetherby-Kayser 
Shoe Co. 




















GIVE THESE FACTS A 
HARD-BOILED LOOK: 


a 


ax 
x 


@ Today, with wnreliable slide fast- 
eners creeping into the market, it’s 
extra important that you consider 
these significant facts: 

Of all the slide fasteners you might 
have in your galoshes, the TALON fast- 
ener is the one that’s proved complete- 
ly dependable for overshoes over a 
long period of years. 

— it’s the slide fastener that created 
the idea, acceptance and demand for 
slide-fastened galoshes. 

— it’s the only slide fastener that has 
made itself known to the public 


through years of national advertising, 
and through millions of articles 
equipped with TALON slide fasteners! 

Think it over! Isn’t it reasonable to 
feature the one slide fastener people 
know and respect ... especially when 
it doesn’t cost you any more? 

Specify TALON slide fasteners when 
you write your order. Then — when 
you check deliveries —“‘take a second 
look” for the name “TALON” and make 
sure you get what you've ordered. 


TALON, INC. * MEADVILLE, PA, 


TALON SLIDE FASTENER 
MADE EXPRESSLY FOR GALOSHES BY TALON, INC. 
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wre SOLE STITCHING 
MACHINE — MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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~~ fastened to the shoe by the sin- 
——— of Ee 


: @ MAXIMUM FLEXIBILITY — 


An inherent factor in the lock- 
stitch method of sole attaching. 


aa 


 @ ECONOMY IN MATERIALS — 


In selecting platform materials 
ond widtte of bindings definite 


_ @ EASE OF MANUFACTURE = % a 
i gs No necessity for special and ex: 


> 
“Tes 


— Boe eH 


All the items described above are out- 
standing advantages to manufacturers 
who are making platform or beaded 
welt shoes using the 


/C SOLE STITCHING MACHINE 
— MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 








Southeastern Shoe 
. Travelers Association 
and the 
Southeastern 
Shoe Retailers 


Cordially Inuite 
You to be 
Represented at the 


South Atlantic 


SHOE 
SHOW 


Which is to. be held in Charlotte, N. C. 


MAY 15-16-17 


HOTEL CHARLOTTE SELWYN HOTEL 
You Can’t Afford to Miss This Show 





GEORGE LEDBETTER «a 
Show Chairman 
RETAILERS’ ADVISORY COMMITTEE 
Matt Condon Armond Weil Redd 
Charleston, 8. C. Savannah, Ga. saohseuvific, Fin. 
c Revie Fred Arnold Harry Schreiber 
asellann a. Macon, Ga. Wayeress, Ga. 
Roseoe Grifin L. E. Gibson L. a. 
Rocky Mount, N.C. Spertanburg, 8. C. uachvlite, Tene. 
David Feinfleld Ineald Keary Cullum 
Birmingham, Ala. Keenvilte. Tews. Augusta, Ga. 
Philip Levenson Clarenee Powell 
Salisbury, WN. C. Greensbore, N.C. 
CHARLOTTE, N. C. 
George Ledbetter Marion Davis Elbert Carroft 
A. P. Craddock, Ir. 8. M. Quinn P.C. MeGina 
A. 8. Harrell Al Goodman C. E. Smith 
D. H. Johnsen Thomas P. Grier 











ADDRESS ALL COMMUNICATIONS 


SOUTH ATLANTIC SHOE SHOW 


AL BECHTOLD, Sec. 





123 W. 4th St., Charlotte, N. C. 
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Increased Registrations For 
Boston Shoe Fair 


ADVANCE registrations for the Twentieth Annual 
Boston Shoe Fair, to be held at the Hotels Statler and 
Parker House on June 5, 6, 7 and 8, continue to be 
received in greater volume than in any recent year at 
the headquarters of the New England Shoe and Leather 
Association. Even now, six weeks before the opening 
of the Fair, it is an assured fact that the show will be 
more than ever national in scope, not only insofar as 
number of exhibitors is concerned but in the number 
of merchant buyers as well. 

Five floors have been reserved at each of the two 
official hotels for the display of shoes. A majority of 
the higher-priced lines—$5 and up—will be shown at 
the Parker House, which is in the heart of Boston’s 
downtown department store section, and which is co- 
operating for the first time in the history of the Fair. 

Applications for sample rooms have been received 
from manufacturers in every part of the country. Prac. 
tically all the Cincinnati houses will be represented. 
All of St. Louis’ prominent manufacturers have made 
reservations—some of them contracting to use more 
space than they did last year. Southern manufacturers 
also are to be well represented; and, of course, all the 
well-known New England shoe concerns. 

The Boston Shoe Fair this year, therefore, will give 
buyers an opportunity to see and study representative 
lines from all sections of the country, including staple 
and style merchandise in every price grade. 


Tanners’ Council Program 
Includes Recreation 


An innovation has been planned for this year’s 
Spring meeting of the Tanners’ Council, May 11 and 
12, at the Greenbrier, White Sulphur Spring:, 
West Virginia. While the get-together will, as usual, 
last only two days, there will be more time for recrea- 
tion and rest. Instead of devoting the morning of the 
last day to a business session, the general meeting will 
be combined with dinner, Thursday night, May 1!. 
Group meetings may be arranged for early the fol- 
lowing day, as breakfast meetings if desired, so that 
a full day will remain. 

The informal dinner meeting Thursday night at 7.30 
will be open to members, their guests, and the allied 
trades. It should be over by ten o'clock. Following 
the address by the Chairman of the Board, the officers 
of the council will report and members of the staff will 
talk briefly. Five minutes per speaker will be the 
rule, ten minutes the exception, and fifteen minutes will 
call for an ultimatum from the chairman. 
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Following is the detailed program: 
Wednesday—May 10 

Directors’ Dinner Meeting—7.30 p. m. 

The Board will convene for a dinner meeting on 
the Wednesday evening preceding the general spring 
meeting. 

Thursday—May 11 
- Following registration in the morning, the day will 
be open for golf and other recreation. 

7.30 Dinner Meeting—Open to members, their guests 
and allied trades. 

Harold Connett—Chairman—Address. 

Merrill A. Watson—Executive Vice-President—“The 
Changing Leather Business.” 

Frank H. Miller—Treasurer—Financial Report. 

Dr. Fred O’Flaherty—Director, Research Laboratory 
—“Your Research Program.” 

Irving R. Glass—Economist—“What Makes the Hide 
Market?” 

Edward L. Drew—Statistician—“Facts, Figures and 
Rumors.” 


Count Ernesto Russo—Guest Speaker. 
Friday—May 12 

9 a. m. Group meetings. 

The remainder of the day will be free for recreation 
including the annual golf tournament. 


5-6 p. m. Presentati f golf t i 
aaa = eae of golt tournament prizes at T R A N SP AR A 


IF ANY ADDITIONAL MEETINGS are necessary 


during the 11th or 12th members will be promptly 8 e * 
notified. Bags 


Newcomer in Men’s Shoes 
What you see on the smart shoes in this pic- 
ture are PLIOFILM* shoe pouches. 

They are transparent, sheer, inexpensive and 
highly durable. They protect white and other 
light colored shoes from dust and fingermarks ; 
improve the appearance and consumer appeal 
of any shoe. Pouches are easily removable 
and can be used by purchaser as closet or 
traveling shoe bag. 


Send for samples. See how this remarkable 
new product increases salability. Remember, 
Pliofilm is moisture-proof, grease-proof, non- 
inflammable, stretchable and super-tough — 
hence these pouches give your product perfect 
protection until sold. 


PROTEX PRODUCTS COMPANY 


JERSEY CITY, N. J. 
NEW YORK OFFICE: 230 FIFTH AVENUE 
*Reg. Trade-mark of The Goodyear Tire & Rubber Co. 
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Virginia Shoe. 


The Answer To Your Problem .. . 
Real Boys’ Shoes in Children’s Size Runs 
TRI-TAN for Boys . . . Carried in Stock 


Sturdy, styleful and properly proportioned to give 
active feet all the freedom and support they re- 
quire, these 100% GOODYEAR WELTS are the 
solution to the shoe man’s problems. They fill 
the need for boys’ shoes, masculine enough in ap- 
pearance to delight the boy customer, yet scientifi- 
cally designed, light enough to be comfortable to 
little feet and made over lasts which have been 
carefully thought out and tested repeatedly for fit- 
ting qualities. 

These shoes are style-right, comfort-right — and 
what’s more they’re PRICE-RIGHT. They fit into 


a WANTED price range . . . one that permits you 
to enjoy all the benefits of the volume trade. 


CARRIED IN STOCK for immediate delivery. 
The TRI-TAN catalog showing all of the styles 


# ». 


25Omz 
arorre 


Boys’ Moccasin 
No. 490 Full 
6 

Ribbed 


Crepe 
Sole. .12%-3, 8- 
C-0—$!.62%. 


Miss Bal Saddle Oxfor 
No. 491 1242-3 


carried in stock is ready for you. Send for your 
copy. 


THE VIRGINIA SHOE CO. 


B-C-D 
491 White Ek Vamp end 
T Sadd 


. Tan le 
and Back Stay, Rib- 
bed Crepe Sole. .$1.60 

439 White Elk Vamp and 
warter, Tan Saddle 


FREDERICKSBURG, 





VIRGINIA 


MANUFACTURERS 














Spring Call to Boots and Saddles 


[CONTINUED FROM PAGE 15] 


Still top favorites are the English 
type boot and the jodhpur. The latter 
is most universally favored by fem- 
inine riders in the several adaptations 
that have been developed on this style 
in the past couple of years. One of the 
most popular of these is the jodhpur 
with the elastic side goring on the style 
of the old Congress gaiters. This boot, 
because of its comfort and the ease 
with which it can be put on and taken 
off, found instant favor among women 
when it was first introduced. 

The English type boot finds its great- 
est field among men. For many years 
the best of this type boot came from 
England but in recent years, American 
manufacturers, heeding the increasing 
demand for riding boots in this coun- 
try, have developed boots styled along 
English patterns which cannot be 
beaten in workmanship, leathers and 
styling. 

Another boot which finds favor among 
men riders is the field boot which laces 
at the instep and at the top of the leg 
on the outside. Comfort and the ease 


decorated uppers and all, has met with 
a continually growing demand through- 
out the country. This demand is due 
to several reasons im which the in- 
formal trend in riding costumes plays 
a major part. The English type saddle 
and boot require the English type of 
riding which, due to the style of the 
saddle and boot, must of necessity be 
somewhat stiff and formal, try as one 





MERCHANDISE SOURCES 
For illustrations, pages 14 and 15 


Left-hand page, left to right: side gored 
jodhpur, H. J. Justin; tan field boot, R. P. 
Hazzard; field boot, Colt-Cromwell; strap 
jodhpur, Arnoff; straight tip and blucher 
pattern field boot, O'Donnell Shoe Co. 
Western boots, left to right: R. P. Hazzard, 
women’s boot, H. J. Justin; men’s boot 
H. J. Justin. 





will to be otherwise. The Western 
boots, because of their high heels, allow 
the foot to ride well into the stirrup 
and, instead of riding on the ball of 
the foot as in the case with the Eng- 
lish type boots, the stirrup comes under 
the instep and gives the rider more 
balance in the saddle. It is doubtful if 
the Western boots will ever fully take 
the place of the English type boots but, 
because of their increasing popularity, 
it might be well to keep these in mind 
when planning on a riding boot stock 

Accessories for riding will also be a 
profitable sideline to the shoe retailer 
selling riding footwear. Boot trees, 
saddle soap, boot hooks, jacks, spurs. 
ete., are all important and necessary 
items to the rider and to the shoe man 
as well in maintaining his business on 
riding boots on the profit side of the 
ledger. 


Jensen Shoe Co. Moves 


HOLLywoop, CaLir.—The Jensen Shoe 
Co. has moved to 7406 Melrose Avenue 
to a factory which gives them about 
four times the capacity of their former 
plant. Platform shoes have been in- 
troduced into their line of specialized 
children’s novelty shoes for Spring and 
Summer. The use of many bright- 
colored calfskin and natural veal up- 
pers with contrasting platforms is 
making this line quite outstanding. 
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Opens Smart Walk-Over Store in Cleveland 


Change Policy in Shoe 
Departments 


BINGHAMTON, N. Y.—Sisson Bros.- 
Welden Co., department store, has 
been the scene of important changes in 
shoe merchandising recently. Carl D. 
Moore, who has been with the store for 
four years, has been named buyer for 
the second floor ladies’, men’s and chil- 
dren’s shoe department. Mr. Moore 
states that his department will continue 
to feature footwear in the middle and 
higher price brackets, but that tenta- 
tive plans have been made to sell a 
$5 line of shoes. 

A greater departure from former 
policies is found in the leasing to the 
Lear Shoe Co. of New York City of 
space in the basement previously occu- 
pied by the tearoom. R. L. Rolfe will 
manage the new d t. Ladies’ 
shoes selling between $1.99 and $5 are 
stocked in a wide range of sizes and 
widths. During the opening sale this 
department gave a free pair of leather 
sole boudoir slippers with every pur- 
chase of a pair of shoes. 


Celebrates Fifth Anniversary 


University Crry, Mo.—The Lasky 
Shoe Company, which has been oper- 
ating its retail shoe establishment in its 
original location since opening day five 
years ago, recently celebrated its fifth 
anniversary. The store is owned by 
Charles and Dan Lasky, brothers. 
Charles spent 15 years in the employ 
of Stix-Baer and Fuller Department 
Store, where he was in charge of the 
Foot Comfort Department. Up to the 
time of the opening of the University 
City store Dan spent 12 years with 
the Swope Shoe Company. Flowers 
were given to customers during the an- 
niversary sale. Charles Lasky is trea- 
surer of the local Chamber of Com- 
merce, an organization in which he 
served as president for two successive 
terms. 


Allen Store Opened in Auburn 


A new shoe firm opened its doors, 
recently, at 144 Genesee St., Auburn, 
the establishment to be known as Harry 
F. Allen & Co. 

Mr. Allen has been in the retail shoe 
business in Auburn for over 26 years. 


tte 
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The modern, streamlined front of Mr. Levy’s new store is of black Cararra glass 


with the name carried out across the 


facade in extruding letters of bright orange 


and green Neon lighting. 


CLEVELAND, OHIO — David L. Levy, 
who was engaged in the retail shoe 
business in New York from 1922 until 
a few months ago, operating under the 
names of The Ellkay Shoe Shops at 
2275 and 4243 Broadway, and as 
“David Leonard for Red Cross Shoes” 
at 2259 Broadway, has moved to Cleve- 
land, Ohio, where he opened a new 
Walk-Over Shoes Store at 1403 Euclid 
Avenue on March 21. 

Mr. Levy’s new Cleveland store was 
formerly occupied by a Hanan Shoe 
Co. store. The location is in the fashion- 
able Playhouse Square district of down- 
town Cleveland. 

The store, which is 120 x 17 feet, has 
been attractively remodeled and refur- 
nished. It features rich walnut fixtures 
and woodwork, open stock shelving, 
soft carpeting, upholstered furniture 
and modernistic lighting. 

The hosiery and bag department is 
located immediately to the right of the 
entrance and embraces a long walnut 
show case and recessed wall compart- 
ments in walnut. To the left of the 
entrance is a lounge in canary yellow. 

The predominant women’s shoe de- 
partment occupies the major forward 
section of the store. Here the seats are 
upholstered in oil green tapestry. The 
men’s shoe department, farther back, 
is upholstered in Chinese red. Carpet- 
ing throughout the store is in shades 
of red and brown. The office is located 


at the extreme rear. An unusually 
spacious balcony will be used later for 
an orthopedic department, according 
to Mr. Levy. 

The exterior front of the new Walk- 
Over Shoes store is in black glass. 
Smooth, rounded display windows on 
either side of the entrance present 
bright backgrounds against which to 
show spring footwear. On the facade 
of the building, above the entrance, is 
a prominent Neon sign. The words, 
“Walk-Over,” are offered in bright 
orange in capital letters 18 inches high. 
Underneath, in script, is the word 
“Shoes,” in light green. 

David Levy, proprietor of the new 
store, received many flowers and tele- 
grams on opening day from friends and 
company representatives. Souvenirs 
were given away at the store and the 
opening was well advertised in local 
newspapers. According to Mr. Levy, 
opening day brought heavy business 
and a brisk volume has continued since. 
One thing he likes about Cleveland, he 
says, is the 5.30 p. m. store- closing 
hour, something he fought vainly for in 
New York. His assistant manager at 
the new store is Wilbur Gluckman, for- 
merly with the Stone Shoe Co. L. E. 
Wendtland of Chicago, field representa- 
tive for Walk-Over, was on hand to 
help train the store staff for the first 
week or two. 





rich antique ivory and burgundy 
leather. The stock shelves on each 
wall are finished in cream and black to 
relieve the monotony of the old-time 
shelf style. There are a number of 
wall displays of shoes in shaded blue, 
with mirrors. 

The lighting fixtures are of the latest 


semi-indirect design. The big display 
window will have a carpeted base and 
new style flood lamps. The display fix- 
tures are all of burnished copper. An 
attractive Neon sign completes the ex- 
terior. 

The store will feature the finest in 
footwear for men, women and children. 
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_ BUY ow yu SELL | 


And Avoid Frozen Capital in End Sizes 
The Recorder Stock and Daily Sales Record Helps 
You Do Just That! 


insures Accuracy of Buying Judgment 















aia “If a $5 Gold Piece Falls Thru 
Gath a Crack in the Floor”—is the 
sate title of our instruction brochure 






red imitation | for keeping stock records:— 


leather beck | Supplied with each order for 


and corners, 
ait the Stock Record System. 





















a Wi | One hour a day keeps your records com- 
Lay WVENTORY ae } sito— 
<a, “a pr tnt te : Every sale and purchase recorded — 
eae Visible daily turnover and sales report— 
with monthly inventory of each stock 
number — 
Shoes on hand, on order, due, returns, 
transfers in or out from branch stores— 


FOR GROUP OWNED STORES 


—the Stock Record System used in conjunction 
with the MASTER STOCK SHEET and the cen- 
tral office CONTROL FORM, also a COMPARI.- 
SON FORM for sales of total pairs by seasons 
and years, gives the merchant-owner complete 
stock control with style and sale trend. 

































Complete Working Outfit . . . . $7.25 
(West of Denver........ $7.75) 







Consists of: 
Biack Cloth binder—11%%” x 13%”...... $2.00 
100 Daily Sales and Stock Sheets, (Form 
















































$100) and 1 Comparison Form......... 2.50 

2 Inventory Pads (100 sheets)......... 0.50 

2 Buying Order Pads (50 sheets)....... 0.50 

(or 4 of each, as preferred) 

1000 Carton Tickets and Clips.......... 2.25 
sre mecer ~ or 
ED, et 8 Pads Sales Record — ES eee 2.00 
oy pe ee ee 0 an 
Lae SO 0 ee 2 Pads Refund Record Slips............ 0.30 
(as preferred) 

Above, not including Carton Tickets or Sales 
EE. PIED MEIIIRS 9.60 cc vevacsssccenseds $5.00 
(West of Denver ...... $5.50) 
rape with order, please, unless C.O.D. Shipment 
preferred. 
a A Pad (i06" Blips) i a os saben dele $0.25 ’ for any preferred. 
| - SRE ener 1s «Shoe Carton Tickets and Clips: 










PROFIT CHARTS—25c. each; an accurate method of figuring = GS cece cece ccc ccccccceeecees 
selling prices. 


POPP eee CPPCC CEC C CCC EeePC eee eee eee) 


WRITE FOR OUR FREE BOOKLET ON STOCE-TURN. = +. i 53000 (per thousand) ..............005. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 
209 So. STATE STREET CHICAGO, ILLINOIS 
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Remember 
the 
Castle 
Walk? 





A New Vode Doeskin Color lor 


on 


Spat Shoes, Castle Beige No. 719 


IN 1915, bobbed hair and spat shoes were news. Spot shoes 
are back—trim, feminine, with bases of wine, blue or brown 
kid, or black patent leather. The spat-like uppers may be of 
suede to match the kid, as in the center photograph above, 
or they may be in the new taupy tone, called "Castle Beige." 
This shade, No. 719, in Vode Doeskin, is being matched by 
glove and hosiery houses, and therefore, lends itself espe- 


cially well to coordinated accessory promotion for autumn. 


STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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SHOE FASHION GUILD 
| of AMERICA, Inc. 
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THIS WEEK 


IN THE SHOE TRADE 


Del LPN WS 


Saturday, April 22, 1939 


National News 





Shoe Retailers Plan Clearance Control 





Boston Retail Shoe Guild to Hold Special Meeting in Attempt 
to Effect City-Wide Agreement on Clearance Sales 


Boston, Mass.—In an attempt to ef- 
fect a city-wide agreement covering the 
clearance of dark shoes prior to the 
opening of the white season and cover- 
ing, also, the clearance of white shoes 
at the end of that season, the Boston 
Retail Shoe Guild, at its recent regular 
meeting, laid plans to call a special 
meeting of every shoe merchant in the 
city to sound out sentiment. One con- 
terete proposal laid before the meeting 
was that merchants cooperate in a 
group promotion similar to those which 
have proven effective in other cities. 

Detailed reports from all parts of 
the country, presented to this meeting, 
showed an almost universal expectation 
of a heavy white season, not only in 
all-over whites but in whites combined 
with browns. 

In discussing the outlook for Fall it 
Was agreed that the best selling color 
would likely be black; that the rich 
brown sometimes referred to as port 
brown would come second but that off 
Shades of brown should be suspect; 
that wine colors may be good but may 
be cut into if there is an early inter- 
@t in browns. Blues and dark greens 

mentioned as possibilities for early 
Fall selling. Smooth leathers, suedes 
reptiles, either genuine or simu- 
Were agreed on as “good bets.” 

eels on style footwear, i 
ion of one merchant, will be lower 
usual this Fall. “Whereas women 
been calling for years for more 


said. This indicated to him lower 

types, perhaps as low in some cases 

fourteen -eights and many in the 
ight class. 


Presiding at the meeting, which was 
held at the Parker House, was the 
guild president, Thomas J. Connors. 


Shoe Committee to Hold 
Public Hearing May 2 

WASHINGTON, D. C.—A public hear- 
ing of Industry Committee No. 6 for 
the shoe manufacturing and allied in- 
dustries will be held beginning at 10 
a. m., May 2, 1939, in the auditorium 
of the Department. of Commerce Build- 
ing, Washington, D. C., to receive evi- 
dence bearing on the minimum wage 
rate which should be established under 
the Fair Labor Standards Act of 1938, 
the Rt. Rev. Msgr. Francis J. Haas, 
chairman of the committee, announced 
today. 

At the same time, Burton E. Oppen- 
heim, Chief of the Industry Committee 
Section of the Wage and Hour Division, 
made public the following letter ad- 
dressed to trade associations and labor 
unions in the industry, inviting them 
to make appearances at the hearing. 

Mr. Oppenheim emphasized that the 
invitation to appear was not limited to 
those to whom the letter was addressed 
but that it was open to any groups or 
individuals who have information perti- 
nent to the committee’s deliberations. 
Appearances may be arranged as out- 
lined in the letter. The letter: 

“Industry Committee No. 6 for the 
Shoe Manufacturing and Allied Indus- 
tries is planning to hold public hear- 
ings beginning May 2, 1939, in order 
te receive from interested organizations 
and individuals evidence pertinent to 
the committee’s problem of determining 


a minimum wage recommendation for 
the industry. 

“It is requested that the Industry 
Committee Section of the Wage and 
Hour Division be advised at the earliest 
possible moment as to the names of 
witnesses who wish to appear, and the 
approximate time required for the 
presentation of their testimony. Per- 
sonal appearances are not essential 
since briefs and written statements 
submitted to this office will be brought 
to the attention of the committee and 
incorporated in the record.” 


Rhea Nichols Sails for Europe 


New YorK—To study new fashion 
trends in shoe materials and patterns, 
is the object of Miss Rhea Nichols’ 
European visit this Spring. In spite of 
political conditions, she feels that much 
inspiration can be derived from Euro- 
pean markets. 

Arriving in Italy on the Rex, Miss 
Nichols will visit Rome, Capri and 
Florence. After a stop in Switzerland, 
she will cover the mid-season openings 
in Paris, and then proceed to London, to 
visit shops and designers. She is re- 
turning to America on the Normandie 
on May 29. 


Weinbrenner to Open New 
Plant Addition 


MERRILL, Wis.—Opening of the new 
$60,000 addition to the Albert H. Wein- 
brenner Co. plant, here, is scheduled 
for early in May. The addition will be 
devoted to. the production of heels and 
soles for all Weinbrenner plants and 
will employ about 100 people. Nearly 
300 persons are now employed in the 
original plant here. Dedication of the 
addition is to be sponsored by the Lions 
Club, which accepted the responsibility 
at the request of the Merrill Industrial 
Foundation. 

















For samples and 
progre: 

RING & SEARLE, Inc. 
72 Wingate St., Haverhill, Mass. 


H. S. BARNET 
100 Gold St., New York, N. Y. 


GARDNER-DIMOND CORP. 
1932 Delmar Bivd., St. Louis, Mo. 


BROCKTON SHOE TRIMMING CO. 
37-39 E. Court St., Cincinnati, Ohio 


WILLIAM J. STEWART 
309 W. Jackson Bivd., Chicago, Ill. 


Ss, see any of these 
ve distributors 








BOOT anv SHOE RECORDER, April 22, 1939 








Standard Sueded 





shoe goring. 


YOU CAN EXPECT MORE 
AND GET MORE from... 


FUEX EGO IRIE 


. U.S. Pat. Of. 


Covered and Textured 
ond ee Op es 
The Newest Elastic Shoe Cloth 


FLEX-GORE AND FLEX-MOR have won the continued con- 
fidence of shoe manufacturers, stylists, and buyers through 
three generations of pioneering in the weaving of quality 


The exclusive use of FULFLEX, The Elastic Thread with the Extra 
Service Life, indicates our alertness to modern shoe require- 


MOORE 


ments and our determination to assure customer satisfaction. 


FABRIC COMPANY 


PAWTUCKET. RHODE ISLAND. U.S.A. 


Weavers of Quality Gore and Elastic Cloth for Every Footwear Use 











Two New Stores Opened 


in Baltimore 


BALTIMORE, Mp.— Two shoe stores 
were opened on Eastern Avenue, in the 
Highlandtown section, during the past 
week. Al Lesser opened his second store 
on this street at 3516. This makes the 
fourth link in the Lesser chain. A store 
on East Monument Street and one in 
Hamilton are under the Lesser man- 
agement. The new Eastern Avenue 
venture is one of the finest equipped 
shoe stores in any of the residential 
sections of Baltimore. The plate glass 
windows with their stainless steel 
bases are entirely original and the in- 
terior is furnished in splendid taste. 
The lighting is entirely modern. 

Emanuel Katz, who has been in busi- 
ness on Broadway for many years, has 
opened his second store at 3418 Eastern 
Avenue. Mr. Katz is an enterprising 
retailer, and his latest venture already 
gives promise of being a success. 





Adams Joins Roth Shoe 


CINCINNATI, OH1I0—Otto Adams has 
recently joined the sales staff of the 
Roth Shoe Mfg. Company, Cincinnati. 
Mr. Adams will cover a large part of 
the middle western territory with the 
Roth line, traveling from Chicago, in 
which city he will make his head- 
quarters. 





J. F. Muffley Leaves 
Endicott-Johnson 


Enpicott, N. Y.—Joseph F. Muffley 
announced his resignation this week as 
a director and general sales manager 
of the Endicott-Johnson Corporation. 

Mr. Muffley joined the Endicott- 














JOSEPH F. MUFFLEY 


Johnson Corporation when he was 16 
years old and by degrees rose from 
errand boy to general sales manager, 
which position he has held since 1931. 
Mr. Muffley has made no announce- 
ment as to his future plans. 








Heel Company Shows 


Steady Gain 


Figures released by the F. W. Mears 
Heel Co. disclose that since 1936, when 
Breastlock Heels were first manufac- 
tured, there has been a steady increase 
in their use by manufacturers of wo- 
men’s shoes. During 1938-39 many 
manufacturers turned to this new type 
of heel as a solution of the aggravating 
and costly broken heel-breasting prob- 
lem. Retailers, in touch with the same 
problem, which is said to be the largest 
single reason for consumer dissatisfac- 
tion with women’s high-heeled shoes, 
began to specify these heels on the 
shoes they bought. 

Since then there has been a consis- 
tent increase in the use of these heels 
and today over sixty prominent shoe 
manufacturers use Breastlock Heels, 
and the list is growing steadily. 





Awarded Prize for Store Front 


San FRANcisco, CaLir.—The Eisen- 
berg Shoe Store at 2526 Mission Street, 
was a group two prize winner in the 
Mission Street Merchants’ Association 
Contest for authentic store fronts in 
the style of the Old Mission Trails. The 
contest was conducted in connection 
with the celebration of the opening of 
the Golden Gate International Exposi- 
tion, and was participated in by over 
a hundred merchants. 
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AN ADDITIONAL REASON WHY 
ro-tek-tiv Shoes 


HELP NORMAL FEET GROW NORMALLY 


AND ARE TRULY "THE SHOES OF TOMORROW—TODAY™ 
Right and Left Quarters 


A glance at the photograph gives another reason why Pro-tek-tiv 
Shoes are in a class by themselves. The angle of the pencil demon- 
strates the difference in height between the right and left quarters— 
important to the correct fit of the shoe. There’s no gaping at the 
quarter with Pro-tek-tiv Shoes; the difference in size and shape in 
the inner and outer quarters makes for heel-hugging fit, eliminates 
slipping at the heel and slipping forward in the shoe. No matter 
how slender the ankle, there’s a Pro-tek-tiv Shoe to fit every foot, a 
factor which makes their supremacy unquestionable. 


“THE 
NEWS 
ABOUT 
SHOES” 


Read the whole story of Pro-tek-tiv Shoes. Write for our book 
“The Shoes of Tomorrow—Today” 


which explains clearly and completely all of the features which make 
Pro-tek-tiv Shoes quality shoes. 


JRTIS-STEPHENS-EMBRY CO. inc. 


READING, 


PENNSYLVANIA 





= 


Dayton Retailers to Stage 
White Shoe Week 


Dayton, On10—-Presenting a united 
front, members of the Dayton Shoe 
Retailers’ Club, during the dinner meet- 
ing held in the Chinese room of the 

Miami on April 12, voted unani- 
Mously to stage a Dayton White Shoe 
Week during the week of May 7. Deci- 
ion was also made to follow immedi- 
ey with a promotion of World’s Fair 

during the next week. 

‘Dayton newspaper men, present at 
the meeting of the club, pledged their 
Sipport and cooperation to the shoe 
Men’s project, and each of the two Sun- 


day papers will carry full-page adver- 
tisements on the opening day of the 
sales promotion campaign. It is ex- 
pected there will be a special white 
shoe section, with local shoe dealers 
advertising their various brands. 

President Crawford emphasized the 
point that the coming white shoe cam- 
paign will be for the benefit of the 
entire shoe craft in Dayton and 
throughout the Miami Valley. All 
stores will display white shoes promi- 
nently in their windows during the 
promotional campaign, as well as using 
window cards carrying a slogan yet to 
be selected. 

Louis Miller was chairman of a spe- 


cial committee to make plans for the 
event, which is expected to be the big- 
gest campaign of its kind ever staged 
in this city. 

Next meeting of the Dayton Shoe 
Retailers’ Club will be held May 17. 
At this meeting, reports will be made 
on the local promotional campaign. 


Wood Opens New Shop 


GREAT BARRINGTON, Mass. — Wood’s 
Boot Shop, operated by Mr. and Mrs. 
Kenneth F. Wood, opened April 4 for 
business with shoes for men and women. 
The store was located in the Caligari 
Building, 1/1 Main Street. 
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For its recommended purposex 


Nothing equals “Stazon White” 


for it 


Really Stays On! 


* Smooth White 
Leathers 


(especially those 
that are scuffed 


or badly soiled) 


* Belts and 
Handbags 


* Sport Shoes 


Providence, R. L. 





EveRETT & Barron COMPANY 


* Children’s Shoes 
and other white 
shoes that get 


hard usage. 


* Skating Shoes 
(roller or ice) 


* Golf Balls 


Toronto, Canada 











Jesberg Relocates Accessory 
Department 


Los ANGELES, CALIF.—Jesberg’s 
Walk-Over Shoe Store has changed 
their hosiery and accessory wall coun- 
ters to a 36-foot oval combined hosiery, 
accessory and wrapping station that is 
located right in the center of the shop. 
This was part of the Spring remodel- 
ing plan, the windows having been mod- 
ernized during this same time. The 
changing of the accessory departments 
to the center of the store resulted in 
an immediate pick-up in business in 
both men’s and women’s lines. Many 
new accessory items have been added, 
so that this department in its new loca- 
tion, dress and increased items, is 
drawing in many new customers from 
the street as well as being the means 
of selling more goods to the people 
right in the store. 


Klein Purchases Schoenfeld 


Shop 


Sr. Louis, Mo.—The Schoenfeld Boot- 
ery, 329 DeBaliviere Avenue, has been 
taken over by Arnold Klein, who oper- 
ates Shoeland, at 6319 Delmar Boule- 
vard, University City, Mo. The Schoen- 
feld Shop name will be changed to the 
Varsity Boot Shoppe and will be man- 
aged by Byron Burnette, who has been 
associated with the shoe business on 
Delmar Boulevard for seven years. 


Launches New Craddock-Terry 
Division 
LYNcHBURG, Va.—R. E. Craddock, 


formerly sales manager of the General 
Lines Division of the Craddock-Terry 


R. E. CRADDOCK 


Shoe Corp., is in charge of the new 
Masterbilt Shoemakers’ Division of the 
corporation which was recently an- 
nounced to the trade. This new divi- 


sion will include the Masterbilt and 
Tom Terry lines for men and the Ter- 
rier Shoes for boys, the three to retail 
at popular prices and to be released to 
the retail trade on May 1. 

Mr. Craddock has grown up with the 
company and has traveled in all parts 
of the country, particularly in the 
South and Southwest, for ten years 
before assuming the position of sales 
manager. 


MacRoberts with 
Eagle Shoe Co. 


EveRETT, Mass.— John MacRoberts, 
well-known traveling shoe man, re- 
cently with the Virginia Shoe Company 
and previously with John F. Cloutman 
Shoe Company, is now associated with 
the Eagle Shoe Mfg. Company of 
Everett. 

Mr. MacRoberts will sell their line 
of boys’ welt shoes to department storc 
and chain store buyers throughout th 
country. 


To Open Own Store 


BALTIMORE, Mp. — Nathan Hand- 
werger, formerly the shoe buyer fo 
Browzer’s Department Store, Eastern 
Avenue, Baltimore, will open a retai! 
shoe store on East Monument Street 
Mr. Handwerger is favorable known in 
the trade and there is every reason to 
believe that his new venture will prov: 
successful. 





BOOT ann SHOE RECORDER, April 22, 1939 


Thomas H. Young Promoted: 


New York—-Thomas H. Young, sales 
development manager of the United 
States Rubber Company’s Footwear 
and Clothing Division, has been ap- 
pointed advertising director of the com- 
pany, it was announced recently by F. 
B. Davis, Jr., president. Mr. Young 
succeeds Walter Emery, who was ap- 
pointed to the newly-created post of 
economist for the company. 


THOMAS H. YOUNG 


In announcing the changes, Mr. 
Davis said that they represented steps 
forward in the organization, and were 
in line with the policy of promoting 
from within to fill the important posi- 
tions of the company. 

Joining the company in 1916, Mr. 
Young has been with United States 
Rubber Company continuously since 
that time, except for a period of about 
a year and a half, during the World 
War, in which he served in the United 
States Army. His first position with 
the company was in charge of the 
Trade Record Department of the then 
Tire Division, which subsequently be- 
came known as the Sales Promotion 
Department. 

Rejoining the company after the war, 
he developed the Sales Promotion De- 
partments of the Footwear, Clothing 
and General Products and Mechanical 
Goods divisions. Following this assign- 
ment, he was appointed sales manager 
of one of the company’s subsidiaries, 
directing the sales of footwear, cloth- 
ing and general products. 

He returned to the general office in 
1927 as advertising manager of the 
Footwear Division. In 1930 he was ap- 
pointed assistant to the general sales 
manager of the Footwear, Clothing and 
General Products Division, holding this 
post until June, 1935, when he became 
sales development manager of the divi- 
sion, and in addition supervised the 


advertising and sales promotion of its 
products. 





A Display 
That “Brings 
Them Inside” 


Yes— You Can Make 


Sales at the Window 


Shoes displayed as beautifully as this are sold in the show window. 
This is proven by the many customers who walk into the store 


asking to see “the ones in the window.” 


The daintiness of lightweight Fairy Forms gives an appealing 
atmosphere of richness to any shoe style. Perfectly fitting, they 
emphasize every single style line, the correctly formed vamps and 
snug fitting straps. The streamlined body of the Fairy TU-TOE 
Form used in this display gives a definitely narrow effect while the 
two molded toes “peeking” provokingly through the open tip add 
an irresistible touch of allure. 

Bring shoppers inside by displaying toeless models on Fairy 
TU-TOE Forms — and watch your shoe sales increase. 


Write us today for a complete catalog 
of Fairy Shoe and Hosiery Forms. 


SHOE FORM CO. INC., AUBURN, N. Y. 


Auburn, N. Y. Dept. BS-4 


Gentlemen: How can I increase sales with Fairy TU-TOE Forms? 





TO 
BUY 


- 


Doncing Shoes and Taps 





PROFESSIONAL TAP DANCE SHOE 


IN-STOCK oventer 
PLATE 


. NATHAN 
Boston, Mass. 


DAVID 
138 Lincoln 








40 
140 
1.80 
T 
St., 





Carton Labels 


LA BELS 


ria DAVIDSON 


—ADVERTISING PRESS 
4 B ton M 








Feature In-Stock Service 


HAVERHILL, Mass.—The in-stock de- 
partment of Hannahsons Shoe Com- 
pany, Haverhill, is this season offering 
prompt shipment of wanted, up-to-the 
minute sandal styles when required. 
Louis Hartman, president of the com- 
pany, says: “Our great number of cus- 
tomers provide a constant flow of busi- 
ness that enables us to maintain an ex- 
ceptional stock service, both in quantity 
and promptness as well as variety of 
patterns and materials.” 

Founded 30 years ago, Hannahson: 
Shoe Company has established an en- 
viable reputation in the styling and 
servicing of sandal type footwear for 
both formal and informal wear. The 
business has been built on adherence 
to principles of fair play and full value. 


Eiger Opens Men’s Store 


YouncsTown, O.—Sidney Eiger, who 
has been in the shoe business in 
Youngstown, O., for 14 years, has 
opened a modern store at 28 Market 
Street in downtown Youngstown, fea- 
—y “Sidney’s Smart Shoes for 

en. , 
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Maclay Assumes Added Duties 


Wuee.ine, W. Va. — J. A. Maclay, 
who for the past three years has been 
associated with the Geo. E. Stifel Co., 
Wheeling, as manager and buyer of 
women’s and children’s shoes, was re- 
cently made manager and buyer of the 
I. Miller Salon, and the Jolene shoe de- 
partments of the Geo. R. Taylor Co. 


J. A. MACLAY 


Mr. Maclay assumes these new duties 
in conjunction with his present man- 
agerial position. 

The Geo. E. Stifel Co. is one of 
Wheeling’s oldest and largest depart- 
ment stores. The Geo. R. Taylor Co. is 
one of the finest and most exclusive 
ready-to-wear stores in West Virginia. 
Both stores, in Wheeling, are affiliated 
with the National Department Stores 
Corp. On the main floor of the Geo. 
R. Taylor Co. is the I. Miller Salon. 
The Taylor Co. has recently added a 
new shoe department downstairs car- 
rying a line of Jolene shoes exclusively. 

Mr. Maclay is one of the best known 
shoe men in the South, having begun 
his career in the shoe business at the 
early age of sixteen with the old Walk- 
Over Boot Shop, of Roanoke, Virginia, 
then under the management of Mr. J. 
L. Calwell. He has had wide experi- 
ence in the shoe business,- having been 
associated with some of the finest shoe 
and department stores in the South. 
He is a student of style sources and 
makes it a point of keeping in touch 
with the latest news of styles and mate- 
rials in the women’s field. 


Peters Opens New 


Women’s Shop 


HUNTINGTON, W. Va.—Frank Peters 
has recently opened his own shop in 
this town, featuring women’s shoes at 
three popular price levels. 

Mr. Peters has been selling shoes in 
Huntington for the past 16 years. The 
past six years he has been operating 


are as “modern as tomorrow” —and so 
are the new square transparent display 
boxes we can supply, with pique and other 
fabric booties and novelties in the small 0-2 
size run. Make a showing of these spectacu- 
lar units—they'll help dramatize your service 
to the younger children. 


MRS. DAY'S 
IDEAL BABY SHOE Co. 








the shoe departments in Anderson New- 
comb Company for the Woh! Shoe Com- 
pany and Taggart & Deis, Inc. Prior 
to that, he was with the Dunfee Boot 
Shoppe and the Bradshaw Diehl Co. 


Schloemer Leaves 
Rollman & Sons 


CINCINNATI, OHIO—A. M. Schloemer, 
for the past three years basement buye: 
for shoes for Rollman & Sons, Cincin- 
nati, Ohio, has announced his resigna 
tion from this position. 

Mr. Schloemer, a resident of Cin- 
cinnati and member of the Midwest 
Shoe Fair Committee, has been con- 
nected with the shoe industry for many 
years. No appointment has been mad: 
for this vacancy as yet. 


Merchandises Shoes at 
Mark Store 


MiaMI, FLa.—A change in the sho« 
department at the Mark Store brings 
Jack L. Dannerhirsch from Philadel- 
phia to Miami and places him in charge 
of the several divisions of shoes. He 
comes to the Mark Store from Lit 
Brothers, and will merchandise the four 
shoe departments, ladies,’ children’s, 
men’s and basement. Among the con 
templated changes is the combining of 
children’s and women’s departments. 





oso 8f 4a te =m 
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Fall Shoe Show Planned 
For Dallas in May 


Dauuas, Texas—Plans for the Third 
Annual Fall Style Shoe Show spon- 
sored by the Southwestern Shoe Tra- 
velers’ Association, have all been 
worked out in a most satisfactory way, 
according to W. T. Mitchell, manager 
of the show. The dates for the show 
have been set for May 28, 29, 30 and 
81, at the Adolphus Hotel, Dallas. 


W. T. MITCHELL 


Under special contract with the Adol- 
phus Hotel, the Southwestern Shoe 
Travelers will have complete charge 
of all sample room assignments during 
the four-days’ show. The entire hotel 
will be used, including the air-condi- 
tioned section for sample room displays. 

The shows held the past two years 
were the most outstanding events of 
their kind ever staged in the Southwest. 
It is expected that this year’s show 
will prove a larger and more successful 
event from every standpoint. This show 
will be advertised and publicized in a 
far more extensive way. Reservations 
at this time far exceed those of the 
same date last year, coming from sales- 
men representing the leading shoe 
manufacturers throughout the United 
States from Maine to California, in- 
cluding men’s, women’s and children’s 
shoes, as well as leading manufacturers 
of hosiery, bags, accessories and store 
equipment. It is expected that at least 
200 lines will be on display during this 
show. There were 156 lines lines in 
1938, 

These style shows are fast becoming 
the outstanding feature of the South- 
western Shoe Travelers’ program. Com- 
ing at the time they do, just at the be- 
ginning of the Fall buying season, 
gives the merchants the opportunity 
of seeing the lines under one roof, en- 
abling him to more intelligently buy 
shoes without duplicating on styles and 
also gives him the opportunity of buy- 





S 456 
Hampton Last 
Genuine 


PACKARD 
SPORTS 


have punch / 


Sports ... street... 
dress . . . every needed 
type is stocked in Pack- 
ards— with an _ extra 
profit in every pair. 
Packards bring a better 
price . . . a longer mark- 
up ... build repeat busi- 
ness. 
Completely stocked in 
two grades — PACK- 
ARD and PACKARD 
KENT—to retail from 
$5 to $8. 
WRITE TODAY FOR OUR NEW 
IN-STOCK CATALOG 


M. A. PACKARD CO. 
BROCKTON, MASS. 








White Buck 
trimmed with 
Gallun 29 Cretan 


THE 


Pp 





ing his shoes early for Fall selling 
before factories become congested, ne- 
cessitating late deliveries. Early buy- 
ing and early shipments are very 
essential features in the profitable mer- 
chandising of Fall shoes in the South- 
west. 

A very outstanding social feature 
of this show will be a Style Show and 
dance in the grand ball room, Tuesday 
night, May 30. This social feature will 
be sponsored by the Chamber of Com- 
merce and wholesale merchants of 
Dallas, and will be free to all shoe 
merchants, buyers and traveling shoe 
salesmen. The wholesale merchants of 
Dallas will stage the Style show. The 
shoes to be worn by the models will be 
furnished by the exhibitors displaying 
at the Adolphus. 

This special feature being on May 
30, “Decoration Day,” at which time 
most stores will be closed, a very large 
attendance is expected. This will give 
the merchants and buyers an oppor- 
tunity to stay over or to attend the 
show on Tuesday and remain for the 
Style show and dance Tuesday night. 
A most cordial invitation is extended 
to all merchants and buyers through- 
out the Southwest to attend this four- 
day show, with a special invitation to 
remain over or come without fail Tues- 


da . 

favitations are also extended to all 
shoe manufacturers, travelers of shoes. 
hosiery, bags, accessories or store fix- 


tures to display their samples during 
this show. For information on sample 
room reservations write to W. T. Mit- 
chell, manager, care of Adolphus Hotel, 
Dallas, Texas. 


Fyfe’s Remodel Basement 


Department 


Detroit, MicH.—First important re- 
modeling in about two years is undey 
way at R. H. Fyfe and Company, with 
the entire basement work in progress at 
the present time. The basement, de- 
voted to women’s shoes ranging from 
$3.95 to $6.50, is being changed over 
from open to concealed stock. 

Importance of this move is that this 
is the first department in the vast Fyfe 
enterprise to have concealed stock lay- 
out, and is to be an experiment. Should 
it prove acceptable to customers and 
satisfactory in operation, the hidden 
stock idea may ultimately be extended 
to all other floors of the store. 

In addition to the work in progress 
in the basement, the fourth floor, de- 
voted to women’s high-grade shoes, is . 
being recarpeted. A dark blue-green 
pattern has been selected to match the 
French style of decoration. 

Two Fyfe executives have just re- 
turned from winter vacations in the 
South—G. S. Goodell, vice-president, 
from New Orleans; and Steven J. Jay, 
personnel and men’s department man- 
ager, from Florida. 

















Shoe Production Gains 
in Canada 

MONTREAL, CANADA — Canada’s pro- 
duction of leather footwear in Febru- 
ary totaled 1,853,229 pairs, an increase 
of 75,889 pairs or 4 per cent over Feb- 
ruary, 1938, the Dominion Bureau of 
Statistics reports. Exports of leather 
footwear amounted to 25,862 pairs 
against 12,121 in February last year, 
while imports totaled 55,597 pairs 
against 41,919. 


To Open Own Department 
LAKE City, Ilowa—C. P. Earl, owner 
of the Earl’s Department store, has 
purchased a line of shoes for a shoe de- 
partment that is to be under the man- 
agement of Frank Lester. It replaces 
a shoe department in the store former- 
ly leased by A. Reid, who is closing out 
his stock of shoes and leaving business. 
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Dates to Remember 


Buffalo Shoe Style Show, Buffalo, New 
York April 23, 24, 1939 
Monthly Shoe Buyers’ Days, Shoe 
Travelers Association of Chicago, 
Morrison Hotel, Chicago, Ill. 
April 24, 25, 1939 
Fall Opening Shoe Fashion Guild of 
America, Hotel Biltmore, New York 
May 9, 10, 1939 
South Atlantic Shoe Show, Hotels 
and Selwyn, Charlotte, 
May 15, 16, 17, 1939 
Annual Convention, Illinois Shoe Re- 
tailers and Shoe Travelers, Pere 
Marquette Hotel, Peoria, Ill. 
May 21, 22, 1939 
Southwestern Shoe Travelers Associa- 
tion Style Show and Market Season, 
Adolphus Hotel, Dalias, Texas 
May 28, 29, 30, 31, 1939 
20th Annual Boston Shoe Fair, Hotel 
Statler and Parker House, Boston, 
M4 wok 5 a meade June 5, 6, 7, 8, 1939 
Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 
June 11, 12, 13, 1939 
Iowa Shoe Travelers Association Con- 
vention and Style Show, Des Moines, 
June 11, 12, 13, 1939 
Annual Convention, California Shoe 
Retailers Association, Hotel Bilt- 
more, Los Angeles, Calif. 
June 12, 13, 14, 1939 


Annual Convention, Wisconsin Shoe 
Retailers’ Association, Plankinton 
Hotel, Milwaukee, Wis. 

June 18, 19, 20, 1939 

Michigan Summer Shoe Fair, Pant- 
lind Hotel, Grand Rapids, Mich. 

June 25, 26, 27, 1939 

Atlanta Shoe and Ready-to-Wear Ex- 

pesition, Atlanta-Biltmore Hotel, 
July 3, 4, 5, 1939 

Pennsylvania Shoe Travelers Associa- 
tion Tri-State Shoe Mart, William 
Penn Hotel, Pittsburgh, Pa. 

July 9, 10, 11, 1939 

Charlotte Shoe Show, Hotels Char- 
lotte and Selwyn, Charlotte, N. C. 

July 9, 10, 11, 12, 1939 


Atlanta Shoe Fair, directed by Robert 
Levine, Hotel Henry Grady, At- 
July 9, 10, 11, 1939 
National Industrial Stores Associa- 
tion Convention, Lord Baltimore 
Hotel, Baltimore, Md. 
July 24, 25, 26, 1939 
Annual Convention New York State 
Shoe Retailers Association, Hotel 
Seneca, Rochester, N. Y. 
September 10, 11, 12, 1939 
Official Opening of American Leathers 
and Style Conference for Spring, 
1940, Waldorf-Astoria Hotel, New 
WE ivacabasees September 18, 19, 1939 





Preview of Glass Center 
at World’s Fair 


New York.—The tremendous scope 
of the glass industry as it is today was 
strikingly shown in the million-dollar 
Glass Center at the New York World’s 
Fair at a recent press preview, where 
three of the country’s leading glass pro- 
ducers, the Pittsburgh Plate Glass Co., 
Corning Glass Works and Owens-Illi- 
nois Glass Co., are jointly exhibiting. 
In addition to such general feature dis- 
plays as a molten glass furnace where 
the glass actually is blown and worked 
by master craftsmen, and a continuous 
fiber glass machine making minute 
strands of glass which will be woven 
into fabrics, the individual exhibits of 


the three companies demonstrates the 
history and myriad uses to which glass 
is put today. 

The Pittsburgh Plate Glass Company 
will show twelve miniature model store 
fronts, using various types of glass 
block and Carrara glass and Pittco 
molding. These occupy a separate room 
of the section. Along the large rear wal! 
of the building will be three groups 
containing model rooms, each one-half 
normal size. The first group contains 
a living room and solarium; the second 
will feature a dining room, pantry and 
kitchen, while the third group wil! 
house a bedroom, dressing room and 
bath. All these model rooms will show 
the many and varied uses of glass of 
all types in home construction. The 








SHOE BUYERS 


You can’t afford to tastes this 


great national buying event! 
Over 600 sample lines embracing 
every footwear type and price 
will give you a complete picture o 
Winter merchandise. 


Fall and 


delay . . . plan now to attend. 


JUNE 

5 +6+7-8 
HOTEL STATLER 
PARKER HOUSE 


NEW ENGLAND SHOE & LEATHER? 
ASSOCIATION, 2!0 Lincoln St.. BOSTON 
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You Can Expect a Lot From 
EXPERIENCED PIG-INNERS... 


Newflex PIG-INNERS start fresh and they’re good to the last. 
This Genuine Pigskin is Naturally porous, flexible, and tough . . . 


so the feet can breathe and enjoy comfortable mileage. 


Newflex 


Pig-innersoles do an outstanding job on repeat selling . . . an 


in-standing job of fitting and foot-health . . 


crack up. 


. and they don’t 


The feet have a voice in the buying decisions, and Newflex 
PIG-INNERS give them reasons for saying, “Yes, take this pair!” 
Ask your manufacturer, and write us for a sample and information. 


Sales: 223 W. Lake St., Chicage 


Lyman P. Guttersen, 42 Lincoln St., Boston 


x» 
Cs F 





entire wall in which these model room 
units are placed will be mirrored from 
floor to ceiling to demonstrate the many 
shades and treatments to be obtained 
in mirrors made today under new meth- 
ods and various types of glass, includ- 
ing colored mirrors of gold, blue, flesh, 
gunmetal and other shades. 

Between these rooms are partitions, 
or fins, one containing plate glass, an- 
other tinted glass and the third con- 
taining glass block. These fins extend 
all the way across the building from 
one wall to another and show the vari- 
ous types of glass as they are normally 
used, namely, with light passing 
through them. 

Beneath the fins will be a series of 
show cases, each presenting an inter- 
esting display. Among these will be a 
blackboard of glass with fluorescent 
lighting and an exhibit of optical glass 
and its many uses. 

For the spectator desiring a bit of 
action there will be on display a unique 
break machine. This machine auto- 
matically takes a small piece of safety 
glass and places it in a position in 
line with a small toy cannon. The spec- 
tator presses a button which automati- 
cally fires the cannon, the bullet from 
which cracks the glass but doesn’t 
shatter it. The machine automatically 
releases the broken piece of safety 
glass, which drops into a _ receptacle 
and the machine resets a new piece of 
safety glass for the next spectator. In 
the back of this display-is an exhibit 
of bullet-resistant glass that has been 
cracked by various types of bullets. 

Following this display there will be 
found a mirror cutting machine where 
girl operators will cut and polish small 
hand mirrors of the type used in 
ladies’ handbags. 

On the back wall adjacent to the 
mirror-cutting exhibit, there will be a 
novel arrangement showing the advan- 
tages of glass block through the me- 
dium of small models or dioramas. 


Mahlon N. Haines 


Returns Home 

York, Pa.—Mahlon N. Haines, own- 
er and operator of the chain of shoe 
Stores. scattered over the eastern 


United States which bears his name 
has returned from two weeks of tour- 
ing in Guatemala and Honduras and 
Central American countries. He was 
accompanied on the trip by Roy Gilbert, 
business manager of the Haines Shoe 
Company. 


Chandler Opens Store 


HumMBotpt, Iowa—W. T. Chandler, 
formerly of Britt, Iowa, has leased a 
building here and opened a shoe store 
under the name of the Chandler Shoe 
Rebuilding Store. He carries a com- 
plete line of ladies’, men’s and chil- 
dren’s shoes. 


April Shoe Production 
Estimated at 18.5% Above ’38 


New York—According to the Tan- 
ners’ Council of America, shoe produc- 
tion in March reached approximately 
44,500,000 pairs. This would be 18.5 


per cent higher than output a year ago, 
and the second highest March total on 
record. Production in March, 1937, had 
reached 46,120,000 pairs. 

Based on preliminary estimates by 
manufacturers, the council estimates 
that April operating schedules may re- 
sult in a production of 39 million pairs 
This would compare with 33,468,000 
pairs in the same month of 1938. A 
decline in activity during April and 
May is seasonal, following the heavy 
output for Easter and Spring require- 
ment. Reports from shoe manufactur- 
ing centers indicate that the delayed in- 
terest in and production of white shoes 
may be a sustaining factor in opera- 
tions in the next two months. 

Including the estimate of March out- 
put, the first quarter production this 
year will total 113,218,000 pairs. Com- 
parable output figures for the first 
quarters of recent years are: 

1938— 93,580,000 pairs 
1937—122,847,000 pairs 
1936—101,234,000 pairs 





Speakers at Five-Man Sales Clinic 


Members of the Sales Executive Club, New York, in 
entered over a go ———— of the steamshi 


being 


sales clinic featuring 


C. Borden, I. S. Randall, 


occasion 
Ravey It Whdinn, tee Mendmen and Fen Descher, who are seen, left to right, 


in the above photo. 


Mr. Kaufman spoke on “Sales Contests, ” a subject in which 


he is an acknowledged expert, and used the gangplank as an example of how to 
build up interest in a Bermuda prize contest. 

















Ballet Slippers 











BALLET SLIPPERS 


























Obituaries 


_ William P. Hennessy 


CINCINNATI, OHIO—William P. Hen- 
nessy, of Cincinnati, well-known shoe 
man who traveled through Ohio for 
many years, passed away in a Cin- 
cinnati hospital on Saturday, April 8, 
after a short iliness. 

Mr. Hennessy had been for the past 
several years connected with the Paul 
Shoe Mfg. Co. of Cincinnati, and his 
death means a great loss to the many 
friends he had in this territory. 

He is survived by his widow and 
three daughters. 


Willis L. Snell 


BINGHAMTON, N. Y.—Willis L. Snell, 
one of the original 13 salesmen of Endi- 
cott-Johnson Corp., died on April 12 at 
the Wilson Memoria! Hospital, Johnson 
City, N. Y. Mr. Snell, who was 78 
years old, was a lifelong resident of 
Binghamton, N. Y. He retired from 
business in 1938. A brother, two sons, 
a daughter and seven grandchildren 
survive him. 








James Cavanagh 


Boston, Mass.—James Cavanagh, 
well-known inventor of shoe machinery, 
and for many years associated with the 
United Shoe Machinery Corporation’s 
Research Division, died at the Phillips 
House of the Massachusetts General 
Hospital Wednesday, April 12. He was 
stricken shortly after his arrival at his 
office and died a few hours after. 





















JAMES CAVANAGH 


Mr. Cavanagh was born in Brooklyn, 
N. Y., where his father, a prominent 
business man of the city and a friend 
of James Hanan, became jointly inter- 
ested with him in the development of 
machines for the shoe industry. He 
was a factor of considerable importance 
in connection with the development of 
the Hand Method Lasting Machine and 
his son James, after receiving his edu- 
cation in the public schools of Brook- 
lyn, entered the employ of the Lasting 
Machine Company. After the forma- 
tion of the United company he was for 
a time located in Brockton in connec- 
tion with the Lasting Department of 
the company’s work in that city. 

Soon after he was brought to Boston 
because of the special knowledge which 
he had of the Lasting machines and 
also in connection with the inventions 
he had made pertaining to it. He was 
closely associated with the late Frank 
Mayo in what afterwards became the 
research division of the corporation’s 
business. 

Mr. Cavanagh was highly respected 
by all who knew him. Of a quiet, un- 
assuming nature, he was much in love 
with his home, taking a great pride 
in his estate in Cohasset where he re- 
sided for many years. 

In addition to his widow, Mrs. Edith 
(Hatch) Cavanagh, he leaves a mother, 
Mrs. Emma Frances Cavanagh, three 
daughters by a former marriage, Mrs. 
Edmund J. Connolly of West Roxbury, 
Mrs. Mary B. DePisa of Brighton, Mrs. 
Walter A. Connolly of Hingham; two 
sisters, Mrs. John B. Campbell and 


BOOT anp SHOE RECORDER, April 22, 1939 








ii? 13 
SMART COMFORT 


Bass Rangeley Moccasins “click” in- 
stantly with the comfort-wise, style con- 
scious outdoor women of America. You 
will quickly verify this if you stock sales 
leader No. 830-W, in smart smoked Elk, 
with resilient but tough gristle soles, 
Special Tennis Heels, Radcliffe Last, 
and all the comfort of true moccasin 
construction. 

Consult your 1939 Bass catalog (if 
you've misplaced it we'll send you an- 
other) for full details and prices. 
G. H. BASS & CO., Dept. BS-16, 
Wilton, Maine. 


Rangeley Moccasins 














Miss Sara Cavanagh, and four 
brothers, Dr. Paul F., Arthur, Stewart 
and Edward Cavanagh, all of New 
York. 

Funeral services were held at his 
late residence, Ripley Road, Cohasset, 
followed by a requiem mass at St 
Anthony’s Church, Cohasset, Saturda) 
morning, April 15. The services were 
attended by a large number of friends 
and acquaintances from the Bosto: 
office as well as friends from distant 
cities. 

Interment was at Holyhood Cem 
etery, Brookline. 





Davis B. Folrath 


Decatur, Itut.— Davis B. Folrath, 
founder of the Folrath & Folrath Shoe 
Store, here, and veteran of 70 years 
in the retail shoe business, died re- 
cently at the age of 82. 

When “Dave” Folrath was only 12 
years old he went to work pegging 
boots and shoes in the shop of his 
father, Peter Folrath, in Cerro Gordo. 

When he was 15, Mr. Folrath came 
to Decatur to work for Samuel Powers 
and L. L. Feriss, who were in the shoe 
business here. He worked for them for 
seven years, after which he clerked for 
some time in other shoe stores here. 

While working in Decatur he de- 
cided that people around Cerro Gordo 
would take to machine-made shoes, 5° 
he returned home and opened a store 
with his father, who continued to cobble 
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POLL-PARROT LEATHER HEEL LININGS ARE (SMOOTH / 


tn Poll-Parrot SHOES 


At first glance you note the smoothness of the 
linings in the heels of Poll-Parrots...a very 
important feature for foot comfort ...There 
are no seams to rub the heel... or rip or tear 
as worn. Plus-Values like this plus built-in 
quality give Poll-Parrots great consumer appeal. 
Put Poll-Parrots to work building sales and 
profits for you. Call for our representative! 


ROBERTS, JOHNSON & RAND Branch of International Shoe Co. 





ST. LOUIS, MO 





shoes for those persons who still felt 
that a shoe or a boot was lacking in 
quality if it was not custom-made. 

On Sept. 29, 1887, Mr. Folrath was 
married near Cerro Gordo to Miss Effie 
Jane Chambers. They moved to De- 
catur in 1895 and Mr. Folrath opened 
a shoe store at 152 East Main Street. 

Mr. Folrath’s brother, Harry, was 
admitted to the firm as a partner in 
1907 and soon the business had grown 
so that they had to move to larger quar- 
ters at 211 North Water Street, where 
the firm has been since. 

In 1910 Mr. Folrath’s son, Tom, who 
had been bookkeeper in the store for 
four years, was taken into the firm. A 
modern display front was added to the 
store in 1917. 

Besides his widow and his son, 
Thomas, Mr. Folrath leaves three 
brothers, Harley O. Folrath of Decatur, 
and Henry G. and Walter W. Folrath, 
both of Monticello, and two grand- 
children, Virginia B and Davis B. Fol- 
rath, II, both of Decatur. 


Mrs. Emma R. E. Hollis 


BROOKLINE, Mass.—Mrs. Emma R. 
Estabrook Hollis, 77, wife of Herbert 
G. Hollis, New England salesmanager 
for Daniel Green & Co., slipper manu- 
facturers, died April 11 at her home, 
here. 

Mrs. Hollis, who was born in Ran- 
dolph, had spent most of her life in 
Brookline. She leaves her husband, 
two daughters, and a son, of Boston. 


Girls’ College ““Adopts” 
Shoe Department 


St. Louis, Mo.—The Union-May- 
Stern Department Store here has com- 
pleted a beautiful new women’s shoe 
department, done in natural walnut 
with a black broadloom carpet, featur- 
ing indirect neon lighting and new- 
style footrests for customers. Pastel 
green, blue and red chairs seat 30 si- 
* multaneously. An important step, in 
the opinion of Buyer Leonard Swartz, 
was placing the department directly at 
the right of the store elevator shaft 
on the second floor, where floor traffic 
was found to support the greatest con- 
centration. 











Patents, light tans, blues, and browns 
are highlighting the Spring for Union- 
May-Stern, Mr. Swartz said, with crepe 
soles well out in front in demand with 
younger customers. Brown and white 
sandals will be at least 75 per cent of 
merchandise sold at the “break season” 
between Spring and Summer. These 
are being displayed in all-glass, post- 
less display cases which form a semi- 
circle entirely around the department 
at present, and are pulling the best 
volume in the store’s experience. 

Union-May-Stern’s shoe section was 
“formally adopted” by student mem- 
bers of Lindenwood College, famous 





girls’ finishing school in St. Charles, 
Mo., as a result of a questionnaire put 
to them as style leaders of the central 
states. A “queen” was crowned by Mr. 
Swartz, and silver-engraved invitations 
to attend the opening sale were sent to 
450 girl students. 


Two Stores Remodeling 


Los ANGELES, CALIF.—Two major 
downtown shoe stores are remodeling 


for Easter. Jesberg’s Walk-Over store 
is putting in a new front, while the C. 
H. Baker main store is being complete- 
ly remodeled from windows to rear. 
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Why is UNISHANK of importance in this portrayal of faultless 
UNISHANK simplicity and youthful charm? All the vitality and grace of her 
poise depend upon the strength and rigid support built into 


the shanks of those delicate, snug-fitting shoes. 


With UNISHANK they will not let her down! 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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TALKING WINDOWS START THE SALE 





For Your World’s Fair 


Window Trim 
PRICE TICKETS and CARDS 





Aquamarine, yellow, 
on white. 


Any assortment 
of price tags: 
6 Doz. $1.10 
12 “ $2.00 


Vig 


Full Wing Tip 
Brogues, with 
double soles. On 
the famous 119 
Last—British Tan 








color trim each month. 





Samples on request to show you 
hew they effectively give you a new 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 
209 S. State St., Chicago, Ill. 


Calf. No. 9298, 
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ALKING WINDOWS START THE SAL 
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WORLD FAMOUS 


ee: SHOES 


Manfiad 


NOW CARRIED IN STOCK IN U.S 
HERE IS ONE OF MANY STYLES 


DISTRIBUTING DEPOT FOR U. S. A. 


MANFIELD & SONS 


325 ARCH ST. PHILADELPHIA, 


OF NORTHAMTON 


W rite For Catalog 


PENNA. 











Coordinated Accessories Prove 
Success in Fontius Store 


DENVER, CoLo.—While the stock of 
shoes at The Fontius Shoe Co. is about 
60 per cent conservative styles, never- 
theless, show windows display every 
wanted type of shoe or color. Right 
now lacquered mesh are in the front 
place, but suggestions of every wanted 
shoe is seen in their displays. 

“The policy of our store is to give 
the customers what they want,” says 
Harry E. Fontius, Jr., “and we keep 
our stock up to the minute.” 

This accounts for the popularity of 
this all-family shoe store, which is sec- 
ond to none. 

Catering to color harmonies and the 
ensemble idea, The Fontius store car- 
ries matched hose, belts, bags, gloves, 
and costume jewelry. “In fact, we carry 
everything but the hats and the 
dresses,” remarked Mr. Fontius. “This 
is an experiment in customer conve- 
nience that has proven profitable in it- 
self as well as stimulating to the sale 
of shoes.” 

This season sees the greatest 
strengthening of all accessories in the 
history of the store, making this mer- 
chandise equal to that in any leading 
department store. 

The Fontius store is leader in this re- 
gion for shoes of unusual sizes. This has 
built up a mail order business extend- 
ing to every state in the union. 


Nice Fishin’ ! 


William F. Hickey, Jr., posed with 
the giant marlin which he caught re- 
cently in the Gulf Stream waters near 
Bimini, off the coast of Florida. The 
marlin weighed 389 pounds and mea- 
sured 11 feet and five inches from tip 
to tail. Its capture netted its captor 
$175—the award hung up weekly for 
the largest’ fish taken in that vicinity. 
Catching real fish is no novelty to 
young Hickey, now in his third year at 


the Harvard Medical School in Boston, 
Mass. When he was 17 he landed a 
360-pound shark off Cape Cod, one of 
the largest ever taken in those waters. 
His father, William F. Hickey, is sales 
manager of John R. Evans & Co., Inc. 


Opens Children’s Shoe 
Department 


BINGHAMTON, N. Y.—John R. Cipar, 
who has operated a shoe store in Clin- 
ton Street for 13 years, recently opened 
a children’s shoe department in Sisson 
Bros.-Welden Co. Located directly op- 
posite the elevators on the fourth floor, 
the new department is the only shop 
in this city which carries children’s 
shoes exclusively. Mr. Cipar will con- 
tinue to operate his Clinton Street 
store. 


Grassfield Store Modernized 


MANCHESTER, IowaA—The Grassfield 
Shoe Store, managed by LuVerne 
Becker, has just been completely mod- 
ernized and is now one of the nicest 
stores in eastern Iowa. New display 
windows, shelving and display booths 
have been added and the room has been 
completely redecorated in beautiful 
color combinations. 
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SALESMEN WANTED 


SALESMAN WANTED 








Indiana, Ohio and Pennsylvania. 
own car. Must 


travel the states of Oregon, 


Louis, Mo. 


Ww ANTED by well known manufacturer producing a line of medium pricea 
novelty footwear, a salesman to travel in the states of Illinois, 


Must be young, aggressive, single and own his 
have some road experience as well as experience in selling shoes. 
An ideal proposition for the right man. We also want the same type of man to 
ashington, Montana, North and South Dakota, 
Nevada, Utah and Colorado. State fully your experience and give references in first 
letter. Address #215, care of BOOT & SHOE RECORDER, 1627 Locust St., St. 











SALESMAN WANTED 
Tex., La., Miss., Ala, 1508 established well 
a ee $3 ie ret. Infts. 
ear is” is 48. +a. hag Sack 4 styles gE 
~ No. D.A. wi * Se only men 


cow covering tert? 
Address No. 201, 
BOOT & SHOE RECORDER, 
239 West 30th Street, New York, WN. Y. 











E —#- slipper manufacturer ag side line 

sepia eomuplasion, Bow, Jersey, 
Delaware, hn Virginia, West Virginia, 
ag = ina, corel Ala- 


Carol 
State full, a perl reper s $191 


Peorder, 239 West 39th Street, New 
York, N aS 





s=e side line men’s hard sole leather 








FAILS 
SHOE RECORDER, 2 
STREET, NEW YORK, N. Y 


SALESMEN wanted b: by 7200 pair factory mak- 
ing growing girls’ ey welt sport oxfords, 
stitch-downs, and prewel ission basis 
only. No side line - A wanted. Success- 
ful men <<“ need apply. Address $216, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





CALIFORNIA, OKLAHOMA, ARKANSAS, 
OREGON, WASHINGTON, IDAHO, AND 
WYOMING, BY A WELL KN M ; 
FACTURER OF MISSES’, CHILD 
GROWING. GIRLS’, AND BOYS’ McKAYS 
AND WELTS. ; 
STRAIGHT COMMISSION: NO DRAWING 
ACCOUNT. MEN CHOSEN MUST BE 
NOW COVERING TERRITORY. ADDRESS 
$217, CARE BOOT & SHOE RECORDER, 
239 WEST 39TH STREET, NEW YORK: 





THREE SALESMEN Eastern Wholesaler of 
Men’s & Boys’ shoes, for Texas, Indiana, 
North Carolina and bordering territory. Strictly 
commission. Some established trade. Address 
$218, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





FOR SALE 


FOR Sale, shoe store Northern Penna. town of 
20,000 population, Railroad Shop center, Low 
Rental, small inventory. Address $210, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 











GP prin family shoe store located in 

as better quality lines of 
National tablished 23 years. Rea 
sonable = 7S ... Address $219, care 
Boot & ae, Repereee, 239 West 39th Street, 
New York, 





LINE WANTED 


EXPERIENCED SHOE SALESMAN wants 
popular priced line of Men's, Women’s and 
eed Shoes, or either line for the Caro 
linas. Address $209, care Boot & Shoe 
geeeeter, 239 West 39th Street, New York, 








WANTED TO PURCHASE 


L*roK RESPONSIBLE SHOE MANUFAC. 








BUYI OUTR 
een al ee. PLEASE REPLY STAT 











UMBER CASES NOW MAKING 

PARTICULARS 
BOOT & SHOE 
39TH STREET 








RECO 
NEW YORK, N. Y 











ithecd” "Win Sead x 
liveli — ill come 44 $10,000.00 y> 
ance $205, care 
Boot & t Shoe Eepeeter, 239 West 39th Street, 
New York, N. 





WANTED: Experienced shoe salesman for 
Family Shoe Store. In Metropolitan area 
within 40 miles of Cy, State age, nw or 
married, references. ddress $211 

& Shoe’ Recorder, 239 West 39th Street, New 
York, N. Y. 


re 3 Shoe Store in town of over 45,000 
ae oy est Virginia. Location 100%, 


— opportanity 

livelihood. require $7,000.00 cash. Ad- 
dress $206, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





FOR SALE 


FOR § ge Leased shoe department in fastest 
corns Texas city. Address $214, 

Boot est Shoe paren. 239 West 39th 
Street, New York, N. 








ESTABLISHED shoe store with good follow- 
ing. Heart of Steel care, oot Caer, = 
terests. ss $213, care t 





FS SALE Uesote shoe stock with a 
division. County 
a™- 12,000 inhabitants. 
Write owner, i W. D. May, 204 West 
Broadway, Newton, Kansas. 


EAUTIFUL, new modern Shoe Store, with 
an established business of high grade na- 
tionally advertised Brands, located in 





Ohio. Population about 25,000. Reason for 
selling, to retire. Business established - 25 
ears. Address $212, care Boot Shoe 


seeesder, 239 West 39th Street, Prt York, 











WE BUY 
Batire or Wholesale and 
Stocks. Ales randed Shoes 
Dares * Preserver, Py - ¥  - 
. er, 

whee B Stetson, Red Cross, Nunn- Bush, Ete. 

IBVIN BUBIN 

“The H agg 4 a ~ 
88 Reade St. Co Church 
Phene Barclay 7-7887 New York City 











PATENT ATTORNEY 











PATENT YOuR IDEs 















CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
charge, 75 cents. For all other classified advertisements 
a box number is desired twelve words should be added for the address. In 


advertisements is $5.00 an inch with a maximum of 46 words. 
Advertisements for this page must be in our New York office on Friday of the week preceding publication “™® 


the rate is 7 cents per word. 


Minimum charge, $1.25. 
all other cases cach word of the 
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WANTED TO PURCHASE 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180-518i 








Buyers of Surplus Stocks 
We will buy surplus or atm pie of shees 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., inc. 


106 Duane St. New York 
Phone WOrth 2-5877 and 5378 























Brothers Open New Store 


ALLENTOWN, Pa.—Clarence H. and 
C. A. Rohrbach recently opened their 
own shoe store at 23 South Eighth St., 
Allentown. These brothers are widely 
known in the shoe business. The store 
name is R. & R. Sample Shoe Shop, 
with the slogan, “Fine Shoes From 
Fine Sources.” 

Clarence H. Rohrbach is acting man- 
ager. He reports that their opening 
was very satisfactory, despite bad 
weather conditions. 

Both men are strong believers in 
attractive window displays, and that 
no great measure of success is possible 
without it. They believe that seeing is 
essential to the formation of a desire 
for buying. 


Remodeled Florsheim 
Store Opened 


Fort Worth, Texas— One of the 
most unusual open houses for local shoe 
stores was held for the remodeled Flor- 
sheim Shoe Store at 806 Main Street, 
recently. The entire front of the store 
was wrapped in cellophane before the 
opening, with an attached card read- 
ing: “To the Men of Fort Worth.” 
Davey O’Brien, nationally known All- 
American football player, cut the cord 
for the formal opening. O’Brien and 


‘two of his teammates from Texas 


Christian University, here, also auto- 
graphed pipes, which were given to 
each customer at the opening. The 
opening was broadcast over Station 
KTAT, here, and the visitors were in- 
terviewed by the station’s announcer. 

Remodeling work, amounting to 
about $10,000, was done while the store 
remained open. The store was enlarged, 
so that it is now about one-third larger 
than formerly. A balcony has been 
added for reserve shelves. The air- 
conditioning unit was enlarged to take 
tare of the increased space. A fire- 
place, overhung by a large mirror, was 
installed at the rear of the store to 
create a friendly, homey atmosphere 
for the store. An electric log burns 
brightly in this fireplace. The store 
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has a new front of African marble. 
This is the only store here with this 
type of store front. White marble ex- 
tends across the top of the store front. 
According to Glenn D. Jones, store 
manager for the past ten years, mod- 
ernization already has caused notice- 
able business increase. 


Celebrates 25th Anniversary 


LOUISVILLE, Ky.—The Rodes Rapier 
Co., men’s store operators, used a full- 
page advertisement in the daily papers 
featuring the 25th anniversary of the 
opening of this high-class men’s store 
on St. Patrick’s Day, March 17, 1914. 
The ad featured an artist’s drawing 
of the fourteen-story Starks building, 
showing Rodes Rapier Co. in the 
Fourth and Walnut corner of the 
building. 

The original store was much smaller 
and was on the northwest or alley in- 
tersection of the building, facing on 
Fourth Street. The store when first 
started opened as “The Starks Com- 
pany,” but later changed its name to 
the Rodes Rapier Co. 

The original company took its name 
from John Rodes, who died some years 
ago, and William Rapier, now retired. 
Frank Cannon, connected with the 
clothing department, died a few years 
ago. W. Reed Embry, president of the 
company, has been with it since it 
started. These men had previously 
been connected with Crutcher & Starks 
in most instances. 
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H. R. Childress, now manager of the 
shoe department of the Louis Appel 
Co., was manager of the company’s 
first shoe department, which is now 
in charge of Fred B. Koehler, another 
former Crutcher & Starks department 
manager. 


McPhee Opens New 
Coast Store 


SANTA Rosa, CALir.— Wallace Mc- 
Phee has opened his new, ultra-modern 
shoe store in new quarters adjoining 
the lobby entrance to the Santa Rosa 
Hotel on Fourth Street. 

Sixteen years ago he opened his first 
store here, which was known as “The 
Little Store Around the Corner.” 

In keeping with the modern trend 
the new store is tastefully equipped 
with chrome and leather furnishings. 

One of the features of the new store 
is that each morning the window dis- 
plays are changed to show the newest 
styles in corrective and novelty foot- 
wear. 





